November  21,  1987 


Newton  hints  at 
expanded  role 
in  White  Paper, 
but  no  new 
money  on  offer? 

PSNC  unveils 
Patients'  Charter 

DHSS  hints  at 
clawback  on 
PI  profits 

Notional  salary 
up  19.6pc 

Pharmacist  maid 
in  Japan 

The  numbers' 
man  at  the  NPA 

Profits  up  35  pc 
at  Wellcome 


% 


a  Benn  publication 


The  new  Kodak  Ultralife  lithium  power 
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It  is  said  that  the 
best  things  in  life 
II  are  worth  waiting 
\\  S\  for:  pharmacists 
seem  to  do  a  lot  of  waiting  .  .  . 
Whether  the  health  White  Paper 
proves  to  be  one  of  those  "better 
things",  remains  to  be  seen,  but 
judging  by  the  thinly  veiled 
contents  paraded  before 
contractors  and  MPs  last  Monday 
(pl024)  by  Minister  for  Health 
Tony  Newton,  it  will  reflect  some 
recognition  of  the  profession's 
worth  in  giving  pharmacists  an 
expanded  role  in  some  areas. 
The  snag  is  that  the  DHSS  is  not 
planning  to  match  the  extra  work 
with  new  money.  And  despite  the 
protestations  of  the 
Pharmaceutical  Services 
Negotiating  Committee 
chairman  David  Sharpe,  can 
contractors  reasonably  have 
expected  more,  given  the  cost- 
effective  attitude  of  the 
Government. 

From  the  earliest  days  of  the 
Pharmacists'  Charter  and  the 
new  contract  that  it  spawned, 
there  was  "stage  one",  with 
limitation  of  new  contract  and 
loss  of  basic  practice  allowance, 
and  "stage  two",  with  its  "new 
roles  for  old  money".  Indeed,  the 
Government  and  PSNC  agreed 


in  stage  one  that  money  saved  as 
a  result  of  the  anticipated 
voluntary  closures  of  pharmacies 
would  be  split  50:50,  half  going 
to  the  Exchequer  and  half  back 
into  the  global  sum  to  fund  new 
roles.  So  far,  the  delayed  new 
contract,  has  done  nothing  but 
spur  premises  numbers  past  the 
12,000  mark,  with  no  sign  yet  of 
the  fall-out  that  will  produce  the 
funds  for  PSNC  and  the  DHSS. 

PSNC's  recent  initiative  for 
putting  stage  two  on  the 
negotiating  table  was  launched 
by  chief  executive  Alan  Smith  at 
the  Lines  LPC  Conference 
(October  3,  p666)  under  the 
guise  of  a  "good  practice 
allowance".  But  Mr  Newton  gave 
a  lukewarm  response  to  the  idea, 
although  he  identified  around 
ten  of  its  20  points  as  possible 
pharmacist  roles  mentioned  in 


the  White  Paper.  So  the 
"promised  land"  of  stage  two  of 
the  new  contract  remains  largely 
that.  The  question  is  —  do 
pharmacists  want  to  enter  it  at 
their  own  expense  Many  have 
started  down  that  road,  money  or 
no.  The  alternative  is  to  risk 
losing  their  professional 
birthright,  as  it  were. 

PSNC  has  done  a  good  job  of 
late,  in  company  with  the  other 
UK  negotiating  bodies,  in 
lobbying  for  contractors.  The 
Pharmaceutical  Society  and  the 
National  Pharmaceutical 
Association  have  also  played 
their  part,  although  the  Society's 
slow  and  thorough  consideration 
of  the  Nuffield  Report  has  led  to 
its  conclusions  not  carrying  the 
impact  they  would  have  had,  had 
the  profession's  approval  to  them 
now  been  given. 

It  is  to  be  hoped  the  50  MPs 
and  dozen  or  so  Peers  assembled 
by  PSNC  at  its  sixth  annual 
dinner  to  be  persuaded  of 
pharmacists'  worth  in  society,  as 
spelt  out  in  the  admirable 
Patients  Charter,  got  the 
message.  However,  pharmacists' 
actions  must  %. 
continue  to  speak  V  \ 
lounder  than  the: 
leaders'  words 
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Mr  Newton  reveals 
White  Paper  s  ghost? 

Minister  for  Health  Tony  Newton  left  pharmacists  in  little  doubt 
about  their  immediate  contractual  future  this  week  in  a  speech 
at  the  Pharmaceutical  Services  Negotiating  Committee's 
annual  dinner  just  days  before  the  health  White  Paper  was 
expected.  He  turned  aside  PSNCs  hope  for  a  good  practice 
allowance  and  its  new  cash  but  suggested  a  series  of  health 
care  pharmacy  roles,  including  medicines  in  residential 
homes;  health  education;  records  for  the  elderly;  co-operation 
in  prescribing;  practice  research,  and  blood  glucose  testing. 


The  Minister  told  guests  at  the  sixth  annual 
PSNC  dinner,  including  some  50  MPs  and 
12  peers  ("There  are  probably  more  MPs 
here  tonight  to  listen  to  me  than  there  were 
in  the  House  this  afternoon,"  Mr  Newton 
said)  that  he  saw  an  enhanced  role  for 
pharmacists  in  health  care  working  in 
partnership  with  the  Government.  But  he 
said  resources  were  limited,  they  had  to  be 
used  as  efficiently  as  possible,  and  there 
was  a  "myriad  of  demands"  for  them. 

The  mam  objectives  for  Government  in 
healthcare  were  to  raise  standards,  boost 
health  promotion,  offer  a  wider  choice, 
and  improve  value  for  money.  Mr  Newton 
said  there  was  "some  room  for  movement" 
on  the  pharmacists'  role  in  the  White  Paper 
and  then  listed  ways  in  which  pharmacists 
might  release  resources: — 
Medicines  in  residential  homes 
"Supervision  of  the  supply  and 
safekeeping  of  medicines  are  important. 
Pharmacists  could  play  a  valuable  role  in 
giving  advice  and  helping  to  set  up 
systems  for  handling  medicines  properly." 
Health  education  "The  pharmacy  is  a 
valuable  focal  point  for  the  display  of 
health  education  and  health  promotion 
material  since  many  healthy  people  visit 
pharmacies  each  day." 
Records  for  elderly  and  confused 
patients  "Pharmacists  could  keep  records 
of  medicines  prescribed  for  such  patients, 
or  purchased  by  them,  and  could  provide 
special  advice  and  assistance  in  handling 
these  medicines." 

Co-operation  in  prescribing  initiatives 

"The  Government  intends  to  lend  its 
support  and  encouragement  to  developing 
policies  on  effective  and  economic 
prescribing  to  cover  interactions,  the  use 
of  formularies  and  the  evaluation  of 
medicines  in  new  forms  of  treatment." 
Research  and  in-service  training  "We 
recognise  the  importance  of  research  into 
pharmacy  practice  and  the  expansion  of 
continuing  education." 


Inner  city  and  deprived  areas  "It  is  right 
that  pharmacists  should  look  first  to  the 
private  sector  of  premises.  However,  we 
intend  to  encourage  the  improvement  of 
standards  of  pharmacy  in  inner  city  areas 
and  to  attract  pharmacists  to  them." 
New  products  (blood  glucose  testing 
strips  and  wound  care  products)  "We 
intend  to  improve  the  range  of  services 
available  to  the  community  to  include 
items  available  from  the  hospital  service." 

Mr  Newton  said  it  was  his  aim  to  make  a 
small  change  in  the  Essential  Small 
Pharmacy  Scheme  to  support  the  few 
pharmacists  who  just  failed  to  qualify 
under  the  present  "arbitrary"  2km  rule. 

The  Minister  commended  the  work  of 
the  now  independent  College  of  Pharmacy 
Practice  and  the  work  of  the  Rural 
Dispensing  Committee.  He  also  expressed 
his  sadness  at  the  recent  death  of  PSNC 
assistant  secretary  Peter  Boardman  and 
said  his  "detailed  and  rational  knowledge" 
had  often  helped  both  sides  to  see 
negotiating  problems  in  a  new  light. 

And  the  Minister  said  he  was 
considering  whether  a  list  drawn  from  the 
Pharmaceutical  Society's  Guide  to  Good 
Dispensing  practice  could  form  the  basis 
of  defined  standards  for  pharmacy.  Family 
Practitioner  Committees  might  get  the  job 
of  enforcing  them.  The  DHSS  had  to 
consider  whether  it  was  necessary  or 
desirable  for  standards  control  to  be  with 
the  PSGB,  with  reference  to  the  Secretary 
of  State,  he  said. 


Paper  chase? 

The  White  Paper  on  primary  health 
care  will  now  be  published  on 
November  25,  it  is  understood. 

The  paper  was  due  to  be  published  on 
Thursday  but  its  release  was  delayed  after 
the  Social  Services  Secretary  John  Moore 
was  suddenly  taken  ill  earlier  this  week. 


PSNC  chairman  David  Sharpe  (right), 
finds  humour  in  Minister  for  Health  Tony 
Newton's  after  dinner  speech  on  pharmacy 


'Health  for  all' 
through  WHO 

PSNC  chairman  David  Sharpe 
reminded  the  Government  of  its 
recent  commitment  to  a  European 
healthcare  strategy  —  based  on  a 
WHO  document  "Health  for  all  - 
2000"  -  and  said  that  it  had 
implications  for  pharmacy  practice. 

Target  18  in  the  WHO  paper  says:  "By 
1990,  the  primary  health  care  system  of  all 
member  states  should  provide  a  wide 
range  of  health  promotion,  cure, 
rehabilitation  and  support  services  to  meet 
the  basic  health  needs  of  the  population 
and  should  give  special  attention  to  high- 
risk,  vulnerable  and  underserved 
individuals  and  groups,"  Mr  Sharpe  told 
guests. 

"In  referring  to  healthier  living  we 
pharmacists  actively  support  health 
education  programmes,"  Mr  Sharpe  said. 
"We  believe  that  specific  areas  within  the 
pharmacy  should  be  set  aside  for 
counselling  and  for  the  dissemination  of 
health  education  literature.  We  believe  we 
can  help  people  adopt  healthier  lifestyles 
through  an  educative  process. 

Only  last  month  in  Blackpool, 
Secretary  for  Social  Services  John  Moore 
said  'prevention  is  worth  pounds  and 
pounds  of  cure'.  "We  heartily  agree!" 

Pharmacists  were  in  a  unique  position 
to  promote  good  health  in  the  community 
as  they  saw  people  before  they  fell  ill. 
"Some  6  million  people  a  day  walk  through 
our  doors  —  only  1  million  want  a 
prescription  dispensed",  said  Mr  Sharpe. 
And  community  pharmacists  were  both 
willing  and  able  to  deliver  a  better  service 
to  the  patient. 

"But  —  as  this  Government  should 
know  —  you  don't  get  something  for 
nothing  in  this  world.  If  you  really  want 
community  pharmacists  to  take  on  this 
expanded  professional  role,  then  you  will 
have  to  pay  pharmacists  to  deliver  the 
goods." 
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PSNC  unveils 
'better  deal  for 
patients' 

A  Patients'  Charter  putting  forward 
a  "better  deal  for  patients"  was 
unveiled  by  the  Pharmaceutical 
Services  Negotiating  Committee  on 
Monday.  It  will  spearhead  PSNCs 
campaign  for  an  expanded  role  for 
community  pharmacists.  LPC 
representatives  at  a  seminar  at  the 
Cafe  Royal  were  told. 

The  Charter  highlights  to  politicians 
and  pressure  groups  those  areas  in  which 
pharmacists  can  play  a  greater  role  in 
health  care.  It  points  out  that  using  the 
pharmacist  for  health  screening  and 
diagnostic  testing  can  reduced  the 
pressure  on  hospitals  and  GPs.  A  trip  to 
the  GP  costs  £5;  to  obtain  the  advice  of 
your  pharmacist  costs  the  NHS  nothing, 
says  the  Charter. 

Co-operation  with  GPs  can  cut  costs,  it 


says,  quoting  the  case  of  one  practice 
where  input  from  the  pharmacist  helped 
reduce  the  drugs  bill  by  18  per  cent. 
Special  counselling  services  for  the 
elderly  are  proposed.  Nearly  one  in  five  of 
hospital  admissions  of  the  elderly  are 
related  to  adverse  drug  reactions,  says  the 
Charter. 

"There  is  scope  for  encouraging  older 
people  to  register  with  a  single  pharmacy 
in  which  patient  medication  records  could 
be  kept  .  .  ." 

Health  education  and  advice  for 
groups  with  special  needs,  such  as 
mothers,  the  disabled  and  diabetics,  are 
promoted,  along  with  domiciliary  visits  for 
the  housebound  and  a  formalised  24  hour 
dispensing  scheme.  The  Charter  says 
many  pharmacists  are  already  offering 
some  of  these  services. 

"By  being  good  businessmen 
pharmacists  already  save  the  NHS  millions 
of  pounds.  There  is  powerful  case  for  re- 
investing some  of  these  savings  (estimated 
in  excess  of  £100m,  in  1987)  to  encourage 
pharmacists  to  help  patients  by  taking  on 
an  expanded  professional  role,"  the 
Charter  concludes. 


Getting  the 
message  across 

"A  squirrel  is  a  rat  with  good  PR," 
said  Ian  Walker  from  PSNCs  public 
relations  advisors  Profile  PR  in  a 
morning  session  devoted  on  to  how 
to  get  pharmacy's  message  across 
to  the  public  and  politicians. 

"If  MPs  read  it  in  their  local  paper  they 
will  believe  it,"  he  said.  "That  is  what  the 
Patients'  Charter  is  all  about."  While 
Profile  were  sending  out  a  national  press 
release  on  the  Charter  it  was  up  to 
individuals  to  brief  the  local  Press.  Most 
free  sheets  are  on  a  tight  budget  and  a 
locally  written  release  has  a  60  per  cent 
chance  of  getting  in,  he  said.  He  also 
urged  LPCs  to  speak  to  at  least  three  local 
groups  every  year. 

Encouraging  the  development  of  an 
expanded  role  for  community  pharmacists 
and  in  improvement  in  their  remuneration 
were  the  main  objectives  in  PSNCs  lobby 
of  the  Government,  said  Charles  St 
George  of  Profile's  political  wing. 

Although  PSNC  is  not  a  partisan 
organisation  the  prospect  of  four  more 
years  of  Tory  government  influenced  the 
whole  lobbying  strategy.  The  Government 
is  attempting  to  raise  standards,  cut 
waiting  times,  and  above  all  get  better 
value  for  money.  "It  is  important  to  swim 
with  the  tide,"  said  Mr  St  George.  "Rather 
than  change  the  substance  of  policy,  its 


presentation  needs  to  be  changed.  The 
Patients'  Charter  seeks  to  do  that,  and  is 
angled  towards  the  patient  and  the 
objectives  of  Government." 

From  the  floor  .  .  . 

John  Vardy  (Wolverhampton)  said  his  LPC 
thought  the  Patients'  Charter  was  a  good 
PR  exercise,  but  wondered  how 
pharmacists  could  face  the  public  when 
some  pharmacies  were  a  disgrace. 

Jerry  Shulman  (Barnet)  felt 
pharmacists  were  not  regarded  as 
members  of  the  primary  care  team.  He  was 
concerned  that  the  lobbying  approach 
meant  falling  in  line  with  Conservative 
policy.  "I  am  worried  that  we  are  being 
asked  to  give  a  service  on  the  cheap  and 
that  is  what  we  are  going  to  get,"  he  said. 

Miall  James  (Essex)  said  one  of  the 
problems  facing  LPCs  was  finding  people 
with  the  time  to  do  the  job.  LPCs  should 
pay  their  officials.  PSNC  chairman  David 
Sharpe  agreed.  "All  LPCs  have  enough 
funds  to  pay  their  secretary  for  a  day  a 
week.  An  honorarium  of  £4,000  a  year  is 
not  unreasonable." 

Peter  Schofield  (Cambs)  wondered 
how  to  counter  some  of  the  "unbelievable 
invective"  from  dispensing  doctors  which 
appeared  in  local  papers  during  some 
rural  dispensing  applications.  PSNC  chief 
executive  Alan  Smith  said  a  low  key 
response  paid  dividends  as  invective 
alienated  the  lay  members  on  the  RDC. 
It  is  a  result  of  the  increasing  success  of 
pharmacy  applications,  he  suggested. 


Pushing  for  an 
extended  role 

The  extended  role  envisaged  for 
pharmacists  in  the  Patients'  Charter 
is  realisable,  but  only  with  the 
support  of  Government,  the  public 
and  contractors,  PSNC  chief 
executive  Alan  Smith  (above)  said. 

Many  of  the  new  roles  could  be  paid 
for  on  an  item  of  service  basis.  The  major 
difficulty  was  devising  equitable  payment 
for  the  advisory  function,  he  said. 

Before  the  problem  could  be 
addressed  a  change  of  attitude  was  needed 
to  reflect  the  fact  that  70  per  cent  of  a 
pharmacist's  income  comes  from  the  NHS. 
Investment  in  pharmacies  does  not  reflect 
this,  and  the  time  has  come  to  re-assess 
financial  attitudes,  said  Mr  Smith. 

If  the  Government  is  serious  in  its 
proposals  to  extend  the  pharmaceutical 
service  then  new  monies  are  essential,  he 
said.  The  £108m  recovered  in  drug 
discounts  annually  and  the  £30,000  for 
each  pharmacy  which  does  not  open  is 
money  which  should  be  re-invested. 

Mr  Smith  again  put  the  case  for  a  good 
practice  allowance.  But  he  stressed  it 
would  have  to  offer  something  to  every 
pharmacy  as  otherwise  it  could  act  as  a 
disincentive  to  better  standards. 

Currently  94  per  cent  of  a  first 
pharmacist's  time  is  spent  of  NHS  work.  If 
the  DHSS  were  willing  to  allocate  100  per 
cent  of  that  time  to  the  NHS  and  the 
advisory  role  this  would  inject  a  further 
£16m  into  the  balance  sheet  for 
development  funding,  said  Mr  Smith. 

Mike  Smith  (Devon)  commented  that  it 
was  iniquitous  that  for  many  years  those 
who  provided  a  comprehensive  service 
had  not  had  the  fact  recognised,  while 
oppportunitists  were  paid  the  same. 

Miall  James  (Essex)  wanted  to  know 
why  the  items  listed  in  the  Good  Practice 
Allowance  were  related  to  the  premises 
rather  than  the  person  who  ran  it.  "You 
cannot  tie  advice  and  expert  service  to 
premises,"  he  said.  Mr  Smith  pointed  out 
PSNC  represented  contractors  and  not 
individuals. 

Philip  Donald  (Surrey)  wanted  to  know 
if  restrictions  on  advertising  services  such 
as  collection  and  delivery  could  be  lifted. 
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Batting  for  Britain  at  the  recent  International  Pharmacy  Seminar  on  "Health  for  all  by  the 
year  2000"  in  Hillerod,  Denmark,  were  (left  to  right)  NPA  chairman  David  Thomas,  PSNC 
chairman  David  Sharpe,  the  Pharmaceutical  Society's  registrar  John  Ferguson  and 
president  Bernard  Silverman 


Currie  targets 
PI  profits 

Pharmacists  who  make  "windfall 
profits"  on  parallel  imported 
medicines  were  warned  to  expect  a 
scaling  down  of  income  from  this 
source  by  Junior  Health  Minister 
Edwina  Currie.  last  week. 

She  told  the  Commons  Standing 
Committee  considering  the  new  EEC 
Directive  on  the  pricing  of  medicinal 
products:  "Steps  are  being  taken  to 
consider  how  the  remuneration  of 
pharmacists  can  be  adjusted  to  take 
account  of  the  lower  prices  of  parallel 
imported  medicines." 

Mrs  Currie  confirmed  that  the 
Directive  will  not  affect  the 
Pharmaceutical  Price  Regulation  Scheme 
or  the  limited  list,  although  she  revealed 
that  this  was  currently  "under  revision". 
She  explained  that  it  aimed  to  ensure  that 

Skelmersdale 
'benignly  neutral' 


any  decisions  on  price  or  availability  of 
licensed  medicines  would  allow 
Community  producers  fair  access 
wherever  they  wished  to  sell,  while 
protecting  the  interests  of  member  states 
and  consumers. 

Mrs  Currie  stressed:  "The  immediate 
beneficiaries  will  be  the  pharmaceutical 
companies  that  operate  across  Europe, 
including  British  companies  with  a 
significant  export  market." 


acupuncture  or  homoeopathy.  "But  wider 
use  in  the  NHS  must  depend  on  those 
doctors  who  are  already  practising  these 
methods  convincing  more  of  their  fellows 
of  the  benefits  and  effectiveness  of  such 
forms  of  treatment." 

Lord  Willis  (Lab)  guestioned  whether 
natural  medicines  were  being  kept  in  the 
background  through  some  vested  interest 
"such  as  the  big  drug  companies".  He 
maintained  that  for  the  past  15  years  the 
profits  of  the  drug  industry  had 
outstripped  those  of  other  big  industries. 
"An  amount  worth  £25  of  a  drug  called 
diazepam  will  be  stamped  into  pills, 
packaged  and  sold  for  140  times  more  than 
it  costs.  That  is  an  enormous  mark-up 
which  any  industrialist  would  envy."  The 
manufacturers  of  Valium  had  spent  over 
£100m  to  promote  it  over  a  period  of  ten 
years. 


Cold  warning 

The  NPA  is  warning  that  certain 
drugs  can  contribute  to 
hypothermia  in  a  press  release 
being  sent  out  this  week. 

Explaining  that  many  people  cannot 
feel  temperature  changes  of  5°C,  the 
release  explains  that  phenothiazine 
tranguillisers  and  antidepressants,  as  well 
as  alcohol  and  barbiturates,  can  also  lower 
body  temperature. 

Early  signs  of  hypothermia  are  slurred 
speech,  drowsiness,  lack  of  concentration, 
pallid  cold  skin,  bluish  hps  and 
unsteadiness. 


Infant  feeding 
code  'ignored' 

Much  of  the  World  Health 
Organisation's  code  on  the 
marketing  of  baby  feeding  products 
is  being  ignored  by  manufacturers, 
according  to  a  new  report. 

In  "Breaking  the  rules",  the 
International  Baby  Food  Action  Network 
(IBFAN)  says  that  direct  promotion  and 
advertising  to  parents,  the  widespread  use 
of  healthcare  facilities  as  a  promotional 
channel,  the  distribution  of  free  samples, 
the  provision  of  gifts  and  non-scientific 
information  to  health  workers,  and 
incorrect  labelling,  all  practices  the  Code 
seeks  to  eradicate,  are  prevalent  in 
Europe.  It  highlights  practices  in  Britain, 
Ireland,  France,  Switzerland,  West 
Germany,  Italy,  Holland  and  Norway. 

The  IBFAN  says  the  total  cumulative 
effect  of  the  promotion  must  be 
considered.  "One  advert  for  a  feeding 
bottle  may  not  seem  at  all  dangerous,  but  it 
may  be  one  of  14  in  a  babycare  booket, 
one  of  100,000  booklets  .  .  .  and  how 
many  adverts  do  you  see  for 
breastfeeding?" 

The  IBFAN  calls  on  both  national 
governments  and  the  European 
Commission  to  step  up  efforts  to  control 
the  promotion  of  artificial  feeding  and  to 
encourage  breastfeeding.  "Breaking  the 
rules"  is  available  (£2)  from  the  Baby  Milk 
Action  Coalition,  34  Blinco  Grove, 
Cambridge  CB1  4TS. 


Mates  prices 

Virgin  Healthcare  Foundation  say  that  all 
retailers  will  be  selling  Mates  at  15p  per 
unit  (pack  of  3,  £0.45;  tough  variety  3, 
£0.55),  not  as  stated  last  week  (p969). 
Those  outlets  not  claiming  any  profit  on 
the  brand  will  charge  the  same  retail  price 
but  donate  their  margins  back  to  the 
Foundation. 


Any  developments  leading  to  the 
wider  use  of  alternative  or 
complementary  medicines  are 
more  likely  to  originate  from 
agreements  reached  with  the 
medical  profession  than  from  any 
initiative  by  the  Government. 

This  was  made  clear  in  the  House  of 
Lords  last  week  when  Lord  Skelmersdale, 
Under  Secretary  for  Social  Services,  re- 
affirmed the  Government's  attitude  to 
natural  medicines,  homoeopathic 
medicines  and  the  holistic  approach  as 
one  of  "benign  neutrality".  At  the  same 
time  he  rejected  suggestions  that  the  wider 
use  of  natural  therapies  would  ease  the 
pressure  on  the  NHS  budget. 

Lord  Skelmersdale  explained:  "Many 
therapies  are  quite  labour-intensive 
because  of  their  essentially  one-to-one 
nature.  Indeed,  this  is  a  factor  which 
militates  against  their  use  in  the  health 
service." 

He  also  emphasised  that  regulatory 
procedures  for  natural  therapists  would  be 
useless  without  consensus  among  the 
practitioners.  Lord  Skelmersdale  said  the 
Government  regarded  it  solely  as  a  matter 
for  the  therapy  groups  to  decide  whether, 
and  how,  they  should  set  about  seeking 
further  recognition. 

He  stressed  that  general  practitioners 
and  hospital  doctors  were  free  to  use 
natural  therapy  technigues  —  some 
already  did  so,  involving  osteopathy, 
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Walker  counts 
cost  of  OPD 

Original  pack  dispensing  could 
mean  a  capital  cost  to  wholesalers 
of  £9m,  and  ongoing  costs  in  excess 
of  £1  lm,  according  to  Unichem 
director  David  Walker. 

In  a  recent  presentation  to  pharmacists 
at  the  Epsom  Branch  of  the 
Pharmaceutical  Society  Mr  Walker  said 
that  a  government  report  on  the  subject 
had  still  not  surfaced.  He  felt  that  the  lack 
of  enforced  guidelines  would  mean  that 
costs  would  be  considerably  higher  than 
they  might  otherwise  have  been. 

Apart  from  the  uncertainty  about 
whether  28  or  30  unit  packs  would  be 
favoured,  the  space  requirements  could 
prove  a  costly  component  of  a  move  to 
OPD.  Unichem  have  estimated  that  a  40 
per  cent  increase  in  square  footage  will  be 

Doctors  do  a 
million  more 

The  number  of  prescriptions 
dispensed  by  doctors  rose  by  over 
one  million  last  year. 

The  Prescription  Pricing  Authority's 
latest  annual  report  shows  that  for  the  year 
to  March  31,  doctors  dispensed  22,203,702 
prescriptions  (21,076,609  the  previous 
year)  at  a  total  cost  of  £121,920,255 
(£108,892,185).  The  average  cost  per 
perscription  was  £5.49  (£5.67). 

During  the  same  period,  chemists, 
appliance  contractors  and  drug  stores  in 
England  dispensed  325,684,730 
prescriptions  (313,238,355)  at  a  total  cost 
of  £1,684,439,868  (£1,527,822,334)  and  an 
average  cost  of  £5.17  (£4.88). 

The  number  of  prescriptions  for  drugs 

Drug  seizures  on 
increase 

The  number  of  people  arrested  for 
drug  offences  increased  by  715  to 
2.516  for  the  year  to  March  31.  1987 
with  seizures  of  drugs  up  33  per  cent 
at  5,566.  worth  £80.7m  at  street 
prices. 

Some  98.5  kg  of  cocaine  was  seized  by 
Customs  and  Excise.  Heroin  seizures  fell 
by  some  46  per  cent  to  171kg  and  there 
was  a  marked  reduction  in  the  purity  level 
found  (5-35  per  cent). 

Cannabis  seizures  fell  overall  by 
l,406kgs  to  20,270kg. 


needed  at  their  medical  warehouses, 
having  allowed  for  greater  use  of  height 
and  greater  product  density  on  shelves. 
"We  have  so  far  spent  £7m  and  added  an 
extra  250,000  sq  ft  to  our  total  available 
space,"  Mr  Walker  said. 

Then  there  a  knock  on  effect:  more 
cubic  capacity  will  be  needed  in  "goods 
in"  areas,  despatch  areas  and  in  delivery 
vehicles.  Pharmacists  would  probably 
reduce  stock  levels  to  cope  with  bulkier 
packs,  but  that  in  itself  would  mean  more 
frequent  ordering  with  the  attendant  extra 
time  implications  for  making  the  orders 
and  checking  off  the  goods  when  they 
arrive,  Mr  Walker  explained. 

Unichem  estimate  their  capital 
investment  costs  to  cope  with  OPD  to  be 
almost  £2m  and  the  company's  annual 
operating  costs  will  increase  by  £2. 5m  by 
the  time  OPD  is  fully  implemented. 
"Across  the  industry  this  represents  capital 
sums  around  the  £9m  mark  and  ongoing 
costs  in  excess  of  £1  lm,"  Mr  Walker  said. 


given  personally  by  doctors  was  2,406,848 
(1,976,626)  at  a  cost  of  £9,001,054 
(£7,028,643).  The  average  cost  per 
prescription  was  £3.74  (£3.56). 

The  total  cost  of  the  oxygen  therapy 
service  provided  by  pharmacists  was 
£10,529,146,  with  the  number  of 
prescriptions  falling  from  423,043  the 
previous  year  to  365,993.  The  number  of 
prescriptions  issued  by  dispensing  doctors 
for  this  service  rose  from  1,390  to  1,407,  at 
a  cost  of  £27,110.  The  cost  of  providing  the 
oxygen  concentrator  service  was 
£2,358, 178  which  included  installation 
fees,  rental  and  service  payments, 
emergency  back-up,  electricity  costs  and 
VAT. 

Quarterly  prescribing  information  for 
all  GPs  in  England  is  expected  to  be 
available  next  August,  following 
computerisation  which  has  been 
completed  on  time  and  within  cost. 


I  |  There  were  196  prosecutions  for  VAT 
fraud,  leading  to  convictions  and  prison 
sentences  ranging  from  one  month  to  five 
years. 

Total  court  fines,  costs  and  penalties 
amounted  to  £4,434,684.  Tax  arrears  in 
these  cases  amounted  to  £17. 3m. 


CPP  Group 

A  College  of  Pharmacy  Practice  Group 
has  been  formed  in  Bourne  End,  Bucks. 
The  group  meets  once  a  month.  Details 
from  Dr  Angela  Alexander,  25 
Goddington  Road,  Bourne  End,  Bucks 
SL8 5TT. 


Notional  salary 
set  at  £20,085 

A  proprietor's  notional  salary  has 
been  pegged  at  £20.085  for  1987-88 
in  the  PSNC/DHSS  labour  costs 
inquiry  which  is  due  to  be  finalised 
towards  the  end  of  the  month. 

The  provisional  figure  was  set  at 
£17,748  for  the  current  year.  This  year's 
final  salary  is  up  19.6  per  cent  over  the 
1986-87  figure  of  £16,787. 

PSNC  chief  executive  Alan  Smith  sees 
it  as  an  important  indication  that 
proprietors  are  re-assessing  their  value  to 
the  health  service  by  paying  themselves  a 
reasonable  salary. 

The  average  time  spent  per  script  has 
risen  to  6.5  minutes,  he  says,  which 
confirms  the  increasing  involvement  of 
pharmacists  in  the  advisory  role.  The 
inquiry  has  shown  that  pharmacists  how 
spend  94  per  cent  of  their  time  on  NHS 
business. 

PSNC  wants  to 
tidy  anomalies' 

1    i      requested  a  meeting  with 
the  Department  of  Health  to  resolve 
anomalies  thrown  up  during  the 
first  few  months  of  the  contract. 

These  mainly  relate  to  items  handled 
by  pharmacy  practice  subcommittees, 
such  as  transferring  businesses,  minor 
relocations,  membership  of  PPSCs  and 
dispensing  subcommittees,  and  problems 
raised  by  identical  and  overlapping 
applications. 

"They  are  not  serious  matters,  but  they 
are  confusing  and  we  are  anxious  to  get 
national  guidelines,"  said  PSNC  chief 
executive  Alan  Smith. 


Fewer  Frydays? 

An  estimated  40.000  households 
have  changed  from  frying  to 
grilling  or  boiling  their  food  since 
the  launch  last  year  of  Northern 
Ireland's  "Change  of  Heart"  health 
promotion  programme. 

Speaking  recently  at  the  Belfast  City 
Hospital,  NI  Minister  Richard  Needham 
welcomed  the  new  trend.  He  said:  "People 
understand  the  dangers  of  too  much  fatty 
good  and  I'm  delighted  that  many  are  now 
making  critical  decisions  about  what  they 
eat  and  how  they  cook  their  food.  It's  the 
kind  of  change  that  will  ultimately  prevent 
heart  disease." 
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IPMI  raises  role 
of  technicians 

The  Pharmaceutical  Society's 
proposals  on  supervision  and 
personal  control  arising  from  the 
Nuffield  Report  received,  with  some 
individual  reservations,  general 
acceptance  at  the  Institute  of 
Pharmacy  Management's  meeting 
in  Conventry  last  weekend.  The 
training  and  quality  of  technicians 
was  identified  as  an  item  requiring 
urgent  attention  for  delegation  to  be 
a  widespread  reality. 

Introducing  Council's  consultative 
document  and  the  thinking  behind  it,  the 
immediate  past-president  of  the  Society 
said  that  at  first  Council's  proposals, 
involving  the  delegation,  under  carefully 
defined  circumstances,  to  appropriately 
qualified  staff,  if  the  pharmacist  wishes, 
the  dispensing  of  certain  non-POM/non-P 
medicine  prescriptions  and  certain  repeat 
prescriptions,  had  been  greeted  with  some 
suspicion.  "People  were  saying:  lI  am 
going  to  see  all  prescriptions  and  not  risk 
my  patients  being  damaged',"  he  said.  "To 
my  mind  this  is  of  enormous  credit  to  the 
profession,  and  if  changes  are  going  to  be 
opposed,  then  so  be  it  on  those  grounds. 

"Relaxation"  was  really  a  misnomer,  Dr 
Booth  said.  "I  think  in  fact  we  have 
tightened  up.  Pharmacists  will  retain 
responsibility  for  what  they  do,  and  for 
what  they  delegate.  And  we  must  still  be 
seen  to  be  safeguarding  the  public." 

The  time  saved  would  mean  time  for 
the  extended  role.  "Whatever  time  is  saved 
must  also  be  seen  to  benefit  the  public, 
whether  it  be  used  for  the  giving  of  advice, 
or  for  seeing  those  who  do  not  have  access 
to  a  pharmaceutical  service  at  the  moment 
because  they  are  in  a  nursing  home  or  are 
housebound,  or  for  contact  with  other 
health  professionals,"  Dr  Booth  said. 

Any  changes  would  not  be  mandatory; 
pharmacists  are  professionals  who  could 
use  their  discretion.  "I  know  pharmacists 
do  take  a  lot  of  decisions,  but  here  are 
some  more  for  you.  If  you  don't  want  to 


Dr  Booth  addresses  the  IPMI  

delegate,  that's  fine.  But  for  those  who  wish 
to  be  adventurous,  they  can  take  those 
decisions,"  Dr  Booth  said. 

Mr  Douglas  Davidson  (Blairgowrie) 
suggested  that  central  to  the  concept  of 
delegation  was  technician  training. 
"Hospital  pharmacists  progressed  because 
they  delegated  to  properly  trained 
technicians,  but  community  pharmacists 
will  not  do  so  until  this  happens.  The 
Society  must  take  the  lead  now,"  he  said. 

MiaD  James  (Essex)  said  that 
technicians  too,  needed  a  proper  career 
structure  and  something  to  aim  for.  "If  we 
are  going  to  have  trained  technicians  we 
have  to  take  a  hard  look  at  who  we  employ 
and  how  we  structure  their  advancement," 
he  said.  Technicians  should  also  be  trained 
to  enable  them  to  move  between  different 
branches  of  the  profession,  Mr  James 
added. 

Dr  Booth  replied  that  technician 
training  was  occupying  the  Council's 
thoughts  at  the  moment.  He  agreed  that  a 
career  structure  was  important. 

Dr  Booth  also  had  an  answer  for  those 
who  said  the  Council's  discussion 
document  had  not  addressed  the  criticism 
of  the  Society  voiced  in  Chapter  10  of  the 
Nuffield  Report.  "Because  of  the  need  to 
get  some  response  to  the  rest  of  Nuffield  by 
July,  this  section  was  not  discussed. 
Council  are  now  about  the  debate  it,  and 
will  probably  take  some  time  doing  it.  The 
dual  inspectorate  and  welfare  roles  are  a 
matter  of  some  philosophy,  but  the  Council 
is  almost  unanimously  of  the  view  that  they 
are  not  incompatible." 


Negotiate  now, 
says  PGC 

Negotiations  to  secure  incentives  for 
pharmacists  wishing  to  extend  their 
services  in  line  with  Nuffield, 
should  begin  immediately,  says  the 
Pharmaceutical  General  Council. 

At  a  meeting  with  the  Pharmaceutical 
Standing  Committee  (Scotland)  to  discuss 
the  Pharmaceutical  Society's  consultative 
document  on  Nuffield  the  PGC  also 
agreed  that  this  would  be  exercised 
satisfactorily  if  a  pharmacist  saw  the  script 
before  a  medicine  is  handed  out. 

The  Council  also  agreed  with  the 
PSGB's  statement  on  remuneration  —  with 
the  caveat  that  it  was  an  item  for  bodies 
dealing  with  contractual  matters.  There 
was  support  for  an  increase  in  the  number 
of  pharmacy  graduates,  but  the  PGC 
disagreed  that  continued  registration 
should  be  dependent  on  evidence  of 
competence. 

□  At  a  meeting  of  the  Scottish  Executive 
on  October  21  it  was  reported  that 
pharmacy  practice  subcommittees  had 
been  established  in  all  Health  Board  areas. 
National  Appeals  Panel  The  Secretary  of 
State  for  Scotland  has  appointed  Professor 
J.R.  Small  of  Heriot-Watt  University  as 
chairman. 

Stolen  prescription  forms  An  increasing 
number  of  GP10  forms  are  being  stolen 
from  surgeries.  Some  of  the  problems 
arose  from  the  unsolicited  supply  of  large 
numbers  of  forms  from  primary  care 
departments.  The  secretary  is  to  raise  the 
matter  with  Scottish  doctors. 

Clinitar  recall 


Smith  &  Nephew  Pharmaceuticals  are 
recalling  stock  of  Clinitar  Gel,  batch 
number  6061601,  expiry  June  1988.  A 
small  percentage  of  the  batch  has  been 
found  to  be  contaminated  by  mould 
growth.  Chemists  holding  stocks  of  the 
affected  batch  should  return  them  to 
suppliers,  where  arrangements  for  full 
refunds  will  be  made. 


New  Line  for 
Pharmacists 


At  last,  a  scientific  answer  to  snoring 

interest  following  wide  press  coverage. 
One  third  of  the  world  population 


New  SNOOZER  is  a  tiny  device 
containing  a  sealed  microphone,  an 
electronic  controller  and  a  vibrator. 
It  detects  snoring  and  prompts 
the  sleeper  to  change  position 
without  actually  waking. 
Totally  safe,  it  can  be  left 
plugged  in  all  the  time. 
SNOOZER  has  been  creating 
tremendous  public  and  Trade 


Distributor*  I  ......  I,,  ,.,  |.|d  .  Imp*rilt  Ho> 


9  North  lvn  Walworth  Indust 


snores,  so  the  potential  for  this  unique 
product  is  enormous. 
Sell  your  customers  £54.95 
healthy  sleep  for  just    inc  vat 

Further  information  available  from. 

TORBET  LABORATORIES  LTD., 
Maidstone,  Kent  ME15  9QQ. 

.  Andovrt.  Himpshir*  Tele  02M  50733 


Chemist  &  Druggist  21  November  1987 


1029 


^■NEWSM       TOPICAL  REFLECTIONS™ 

by  Xrcryser 


Premises  down  3 

The  new  contract  is  at  last  having 
an  effect  on  the  Pharmaceutical 
Society's  Register  of  premises.  In 
October,  the  number  of  premises 
dropped  by  three  overall,  to  12,013. 

There  were  only  22  openings  in 
October,  the  lowest  number  since  January 
last  year  and  in  sharp  contrast  to  last 
month's  227  openings,  caused  by  the 
registration  of  premises  for  which 
applications  were  lodged  before  the  April 
1  cut-off  date. 

England  (excluding  London)  was  the 
only  area  with  a  net  increase,  with  16 
openings  outnumbering  closures  by  four. 
There  was  a  net  loss  of  one  in  Scotland  — 
three  openings  and  four  closures  —  while 
in  Wales  there  were  only  three  closures.  In 
London  closures  (also  six)  outstripped 
openings  (three). 


Catch  a  cold! 

The  Common  Cold  Unit  is  after 
volunteers  again  for  its  research 
programme. 

Healthy  people  between  18  and  50  are 
required,  particularly  over  the  next  few 
months.  On  average  one  volunteer  in 
three  actually  develops  a  cold  during  their 
ten  days'  stay.  Accommodation  is  in  two's 
or  three's  in  centrally  heated  flats.  All 
travel  expenses  are  paid,  with  pocket 
money  of  £1.75  a  day.  Volunteers  should 
contact  Dr  Ian  Barrow,  The  CCU,  Harvard 
Hospital,  Coombe  Road,  Salisbury,  (tel: 
0722  22485). 

Cosmetic  tests: 
75pc  on  humans 

Fewer  animals  are  being  used  to 
test  cosmetic  products,  the  House  of 
Lords  was  told  last  week. 

The  Earl  of  Arran,  a  Government 
spokesman,  said  75  per  cent  of  cosmetic 
tests  were  carried  out  on  human 
volunteers.  Some  tests  were  still  carried 
out  on  animals,  but  there  was  continual 
pressure  to  reduce  them  and  to  minimise 
their  effect. 

Lord  Arran  assured  Peers  that  every 
effort  would  be  made  to  secure  alternatives 
to  the  use  of  live  animals,  and  stressed  that 
all  applications  for  work  on  cosmetics  were 
examined  by  the  Animal  Procedures 
Committee. 

"This  additional  scrutiny  makes  it  even 
more  difficult  for  unjustifiable  work  to  slip 
through,"  he  said. 


Good  news  

I  never  thought  it  would  be  possible.  It 
looks  as  though  our  sense  of  outrage  at  the 
injustice  of  our  being  held  guilty  of  a 
criminal  offence  if  we  are  fooled  into 
dispensing  a  forged  prescription  has 
finally  moved  our  leaders  into  action.  After 
stone-walling,  they  are  now  to  seek 
recognition  that  we  are  not  necessarily 
authoritative  experts  in  calligraphy,  and 
that  honest  and  honourable  pharmacists 
who  do  their  work  with  care  might  be 
recognised  as  victims  of  deceit  rather  than 
criminals. 

What  I  like  best  is  that,  after  all  these 
years  of  rigid  stance,  someone  had  enough 
doubts  to  actually  take  advice  of  counsel. 
Lo  and  behold  they  were  told  there  was  no 
reason  why  legislation  should  not  be 
amended  to  allow  as  a  defence  of  the 
argument,  that  the  victim  had  done  all  that 
was  reasonable  in  the  circumstances  to  be 
satisfied  the  script  was  valid.  It  makes  you 
wonder  whether  a  more  questioning 
attitude  by  our  Council  in  the  past  might 
not  have  moved  other  mountains. 

But  pleasure  in  seeing  some 
questioning  of  the  laws  of  the  Medes  and 
the  Persians  will  not  make  any  of  us  less 
careful.  Far  from  it.  No  contractor  likes  the 
forger.  No  pharmacist  would  knowingly 
dispense  a  script  if  he  doubts. 

There  is  even  a  satisfaction  in  detecting 
the  alterations,  or  the  downright  fraud.  But 
don't  forget,  there  are  degrees  of  guilt.  We 
occasionally  have  the  patient,  who 
unaware  of  an  offence,  merely  amends  say, 
the  quantity  to  cover  for  the  holiday  to  see 
her  granddaughter  down  in  London.  I  had 
this  happen  not  long  ago,  so  quietly  rang 
the  GP  who  have  me  a  couple  of  scripts  to 
square  things  for  me  and  the  patient.  The 
truth  is  we  check  on  anything  odd, 
whether  or  not  we  know  the  patient  or  the 
doctor,  and  particularly  on  private  scripts. 

Ethics  and 
economy  

I  have  had  fewer  scripts  for  disposable 
syringes  than  I  expected  —  scarcely  more 
than  when  they  had  to  be  paid  for.  Which 
puzzles  me  .  .  . 

They  are  nicer  to  use  than  the  old  glass 
ones.  So  when  I  was  talking  to  a  diabetic 
recently  I  asked  him  what  he  was  using. 
The  answer?  He  used  disposables.  One 
syringe  for  four  injections  and  then  threw 
it  away,  as  he  had  done  for  the  last  four  or 
five  years  since  they  become  easily 
available.  Because  he  had  had  no 
problems,  he  could  see  no  reason  to 


change  what  he  found  to  be  a  good 
practice.  Of  course  no  one  else  used  his 
syringes,  who  would  want  to?  I  felt  this  was 
so  straightforward  an  answer,  that  I  didn't 
tell  him  we  were  supposed  to  instruct  that 
each  syringe  should  be  used  only  once. 
Sorry  NPA  —  I  know  that  if  the  government 
is  willing  to  pay  for  them,  we  should  press 
for  the  ideal  usage,  but  it  is  absurd  in  the 
face  of  long  experience  showing  multiple 
use  by  one  person  to  be  safe. 


BOC  shock 

Did  you  get  a  note  from  BOC  demanding 
that  if  you  return  any  oxygen  heads  for 
repair  you  must  certify  that  you  have 
cleaned  and  decontaminated  them?  — 
remember  you  are  not  supposed  to  wash 
them  or  let  oil  near  them.  Not  exactly 
tactful  is  it?  I  no  longer  send  heads  to  them 
anyway,  because  there  are  other 
contractors  who  charge  considerably 
lower  prices. 


On  record 


I  try  to  spend  the  bulk  of  my  time  in  the 
shop.  I  seem  more  than  ever  now  to  be 
trapped  —  not  so  much  in  the  dispensary, 
as  in  the  office.  However,  help  is  at  hand. 
I'm  getting  a  clerk  to  cover  much  of  the 
dreary  work,  hopefully  without  my  losing 
touch  with  that  essential  overview  that 
constitutes  the  difference  between 
delegation  and  ownership. 

I  have  long  been  building  a  rapport 
with  my  customers.  They  trust  me,  despite 
my  sense  of  humour,  but  in  trying  to 
improve  my  work  I  am  thinking  of  setting 
up  a  counter  book  for  items  I  recommend. 
Simple,  dated,  one  line  entries.  "Mr 
Smith  .  .  .  pholcodeine  linctus".  "Mr 
Jones,  mist  expect,  5mls  tds".  When  I  have 
a  locum,  it  would  be  a  helpful  reference. 
When  a  customer  comes  back  to  me,  for 
that  matter,  it  will  be  essential,  because  I 
have  a  rotten  memory.  Better  still  it  would 
show  that  we  care.  Has  anyone  experience 
of  counter  prescribing  records? 


Poor  taste 


Last  week  we  read  "Poor  condoms  under 
fire"  —  I  just  love  these  headlines. 

I  can  just  see  the  London  boroughs 
charging  into  the  attack,  led  by  Ken 
Livingstone,  of  course,  mowing  a  path, 
machine  guns  blazing,  through  the 
condomery.  Or,  poor  pathetic  condoms 
getting  slowly  cooked  over  the  fire.  As 
Benny  Hill  would  say  "what  a  rubbery 
sight!"  One  thing  is  certain,  no  one  could 
say  I  am  holier  than  "they". 
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Sv  APPOINTMENT  TO 
1M  QUEEN  ELIZABETH  II 


BY APPOIN  f  MENT TO 
HM  QUEEN  ELIZABETH 
THE  QUEEN  MOTHER 
PERFUMEfiSANO 
MANUFACTURERS OF  SOAP 
VARDLE V  S CO  LTO  LONCON 


Remember  to  display  all  of  your 
exciting  Yardley  Christmas  Collection 
as  our  T.V.  Bonanza  starts  this  month. 

FANTASTIC  NATIONAL 
T.V.  SPECTACULAR 


*  White  Satin 

*  Lace 

*  Pure  Silk 

*  Chique 


Featuring  these  brands: 

*  Roses 

*  Lily  of  the  Valley 

*  Sweet  Pea 


*  Rose  Royale 

*  Jasmine  Royale 
*Gold 

*  Classic  Gold 


*  Carnation  Royale 
*  English  Lavender  *  Black  Label 

No.1  FOR  GIFT  GIVING 


Yardley  of  London  Limited,  33  Old  Bond  Street,  London  W1 X  4AP 


ADVERTISEMENT  FFATTTFF— ■  — 


Robinsons  -  the  whiter  than  white 
'youngster'  from  Chesterfield 


Robinsons  recently  relaunched  their  brand 
leading  Soft  &  Pure  range.  Their  aims  are 
summed  up  in  the  new  catchline:  "Best  for 
Baby;  Best  for  Beauty;  Fine  for  all  the 
Family".  Soft  &  Pure  joins  two  areas  of 
demand:  babycare  and  beauty.  And 
Robinsons  of  Chesterfield  join  these  two 
benefits  of  long  experience:  leading  the  way 
with  innovation,  without  forgetting  to  give 
traditional  qualities  their  due. 

Pride  in  the  past 

Robinsons  of  Chesterfield  have  had  a  firm 
and  reputable  link  with  healthcare  from  their 
very  beginnings.  In  1839  John  Bradbury 
Robinson  started  making  pill  boxes  in  the  old 
Wheatb ridge  House.  He  had  previously  run 
a  chemists  in  Packer's  Row,  Chesterfield, 
having  served  his  apprenticeship  at  a 
pharmacy  on  Low  Pavement.  A  chemist  and 
druggist  for  over  21  years,  the  company 
founder  managed  to  combine  his  career 
with  a  breathtaking  variety  of  interests: 
chemistry,  zoology,  Latin,  natural  history 
and  theology  were  only  a  few. 

Packaging  is  still  one  of  Robinsons  many 
activities,  and  the  Round  Box  Division  forms 
a  successful  arm  to  the  business.  But  the  firm 
which  is  more  familiar  to  today's  retail 
chemist  had  its  origins  a  few  years  later,  in 
the  mid-19th  century. 

During  the  Crimean  War,  the 
Robinsons'  family  association  with  Florence 
Nightingale  meant  wide  distribution  of  their 
surgical  dressings  to  hospital  outposts. 
Then,  setting  the  trend  of  originality  which  is 
still  continued  today,  the  company  became 
the  first  in  Britain  to  mass  manufacture 
cotton  wool  products.  In  1878,  a  link  was 
forged  with  the  renowned  Samson  Gamgee, 
celebrated  for  his  experimental  work  on  the 
absorbency  of  cotton  and  gauze.  Helped  by 
Robinsons,  Gamgee  produced  his  now 
world-famous  Gamgee  Tissue. 

And  his  work  with  Robinsons  absorbent 
pads  provided  a  new  path  for  the  company 
to  follow:  catering  for  women  after 
childbirth,  who  at  the  time  had  to  rely  on 
cumbersome  lined  napkins.  Adapting 
Gamgee's  ideas,  Robinsons  brought  out 
childbirth  pads  for  women  of  all  ages.  And 
then  came  another  major  "first"  for  the 
company:  the  UK's  first  sanitary  towel,  made 
with  special  equipment  designed  by  William 
Bradbury  Robinson  in  1880.  With  this 
development  in  their  active  history, 
Robinsons  could  claim  to  be  bringing  a 
freer,  easier  way  of  life  to  thousands  of 
British  women. 
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A  company  established  nearly 
150  years  ago  is  bound  to  have 
a  high  regard  for  tradition.  And 
for  Robinsons  of  Chesterfield, 
tradition  certainly  plays  a 
special  part  in  the  quality  of 
their  products,  in  their 
marketing,  and  in  the 
consumer's  loyalty  to  their 
brands.  But  you  are,  after  all, 
as  young  as  you  feel;  and  this 
is  a  company  which  feels  right 
up  to  date. 

Over  a  hundred  years  on,  and  the 
Cameo  range  is  still  updating  and  improving 
its  products  for  hospital  maternity  wards. 

In  1950,  the  launch  of  Paddi  Pads,  the 
first  disposable  nappies  on  the  UK  market, 
heralded  a  new  era  in  British  babycare.  The 
perfected,  all-in-one  disposable  nappy  hit 
the  market  in  1981  as  Paddi  Cosifits, 
relaunched  two  years  ago  as  Cosifits. 

Purity  and  pace 
in  '80s  Britain 

The  1980s  saw  another  success  story  for 
Robinsons.  Launched  in  1982,  the  Soft  & 
Pure  range  of  cotton  wool  products  had  a 
clear  priority  from  the  start:  to  set  the  pace  in 
the  baby  and  cosmetic  field.  It  meant 


moving  ahead  —  and  staying  ahead  —  with 
a  constant  supply  of  ideas,  improvements 
and  innovations.  After  all,  as  the  company 
which  introduced  Britain  to  the  disposable 
nappy,  it  had  a  lot  to  live  up  to.  And  Soft  & 
Pure  soon  proved  itself  a  worthy  addition  to 
the  Robinsons  ranges.  With  the  launch  of 
Soft  &  Pure  peach  cotton  wool  balls  it  was  the 
first  range  to  bring  a  touch  of  colour  to  a 
market  which  was  stuck  in  a  white  rut  and 
the  first  brand  to  present  cotton  wool  in  a 
convenient  drawstring  bag,  and  it  is  a  range 
which  is  always  ready  to  take  in  new 
extensions  and  product  development. 

Completing  the  picture 

The  introduction  this  Summer  of  lanolin-free 
Soft  &  Pure  baby  lotion  wipes,  Make-up 
Wipeaways  and  the  resealable  packs  of 
moistened  Fresh-ups,  underlines 
Robmsons's  concern  with  the  moulding  of  a 
complete  skincare  strategy.  They  have 
moved  away  from  the  conventional  idea  of 
the  commodities/cotton  products  market, 
and  towards  a  unified,  modem  skincare 
range.  Soft  &  Pure  Fresh-ups  are  a  superb 
example  of  this  policy  in  action;  modem 
wipe  technology  combined  with  the  latest  in 
packaging  techniques. 

Balance  is  a  key  word  in  company 
policy.  Balance  between  tradition  and 
innovation.  Balance  between  the  baby 
market  and  the  cosmetic  products  market. 
And  balance  between  a  clean,  attractive 
image  and  convenient,  practical  products. 

Says  Ted  Martin,  business  manager  of 
the  consumer  products  division:  "Our  view 
is  that,  as  the  UK's  largest  manufacturers  of 
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cotton  wool,  we  have  a  responsibility  to  lead 
the  market.  The  research  we've  carried  out 
over  the  last  few  years  —  and  our  own 
experience  —  tells  us  that  now  is  the  time  to 
get  the  most  from  this  market.  We've  seen  a 
lot  of  own-branding  in  this  field:  so,  for 
brands  to  succeed,  it's  absolutely  essential 
that  we  do  the  right  thing".  Mr  Martin 
believes  that  the  Soft  &  Pure  range  has  now 
done  just  that  —  both  for  the  customer,  and 
for  the  chemist. 

"For  the  mother,  we  believe  we've 
provided  a  modern  convenience  with  the 
Baby  Wipes  and  Make-up  Wipeaways; 
along  with  the  traditional  advantages  of  the 
cotton  wool  products.  The  wipes  come  to  the 
fore  when  the  mother  is  in  a  hurry,  and 
perhaps  needs  a  quick,  but  reliable  product. 
The  cotton  wool  comes  into  its  own  when 
she's  got  a  bit  more  time  to  spare  and  to 
indulge  in  a  bit  of  pampering." 

And  for  the  chemist?  Well,  it  was  with 
the  retailer  in  the  mind  that  Robinsons  of 
Chesterfield  redesigned  their  Soft  &  Pure 
packs,  with  clear  colour  definition  and 
graphics.  The  cotton  wool  rolls  and  large 
pleats  are  now  in  blue  and  pink  with  rabbits, 
to  show  clearly  that  they're  for  baby.  The 
cosmetic  products  use  more  sophisticated 
lilacs  and  pinks,  to  appeal  to  women  —  for 
themselves.  "We're  allowing  the  packaging 
to  be  quite  specific,  in  targetting  the 
products,"  explains  Mr  Martin.  "So  the 
chemist  can  see  at  a  glance  which  is  the 
baby  product  to  go  alongside  the  nappies, 
and  which  is  the  cosmetic  pack,  to  join  the 
shampoos  and  lipsticks". 

And  linking  the  whole  range  is  the 
famous  Robinsons'  cloud  design  —  recently 
modernised  to  show  softer  cirrus  clouds. 

Ducks  -  the 
Robinsons'  way 
to  change 

Robinsons  are,  of  course,  old  hands  at  the 
babycare  game.  Their  Cosifits  disposable 
nappies  —  with  the  recently  added  child  size 
nappy,  "change  me"  Ducks  wetness 
monitors,  improved  elastication  and  better 
absorbency  —  play  a  major  role  in  a  market 
expected  to  be  worth  around  £280m  in  1987. 
The  relaunched  forehead  thermometer, 
Feverscan,  is  benefitting  from  an  extensive 
marketing  programme  —  including  window 
stickers  and  POS  for  the  retail  pharmacist. 

To  take  one  example.  In  the  cotton  wool 
sector  —  where  Soft  &  Pure  is  brand  leader 
—  Robinsons  estimate  that  11.6  per  cent  of 
sales  are  exclusively  for  baby.  Another  28.1 
per  cent  is  for  shared  adult/baby  usage.  The 
market  split  between  baby  and  cosmetic  use 
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is  now  a  close  run  thing  —  53  per  cent  for 
babies  and  47  per  cent  for  cosmetic.  Soft  & 
Pure's  own  chemist  sector  sales  were  up  30 
per  cent  in  the  year  to  June.  So  there  seemed 
no  better  time  to  highlight  the  differing 
appeals  of  baby  products  on  the  one  hand, 
and  women's  products  of  the  other.  Hence 
the  Soft  &  Pure  relaunch. 

Hey,  good  lookin'. . . 

Image  is  vital.  Catching  the  customer's  eye 
with  a  range  means  more  sales  and  more 
profit  for  the  chemist.  The  point  is  far  from 
lost  on  Robinsons.  In  1982,  they  proved  their 
understanding  of  the  importance  of  "image" 
with  the  launch  of  Soft  &  Pure  —  giving  a 
fresh  look  to  a  market  previously  seen  as 
consisting  of  just  "commodity"  lines. 

Within  18  months,  the  range  had  picked 
up  a  clear  brand  leadership.  Since  the 
relaunch  in  May  1987,  marketing  manager 
Iain  Taylor  now  reports  a  steadily  soaring 
market  share:  "For  the  four  months  before 
the  Soft  &  Pure  relaunch,  we  had  a  33.1  per 
cent  share  of  the  market.  Four  months  after 
the  relaunch,  and  we're  up  to  36.9  per  cent. 
We've  certainly  been  well  received  by  the 
trade  and  by  consumers  alike". 

Not  that  the  company  plans  to  rest  on  its 
laurels.  Support  for  its  products  includes  a 
substantial  promotional  programme,  with 
trade  Press  advertising  and  a  presence  in  the 
consumer  Press,  with  an  Elle  advertorial  in 
time  for  Christmas. 

The  health  factor 

Robinsons'  cotton  wool  and  wipes  line  has 
shown  a  30  per  cent  share  increase  in 
1984-86,  in  the  fastest  growing  sector  of  the 
skmcare  market.  And  now  a  new  consumer 
leaflet  is  set  to  demonstrate  to  customers  that 
the  range  offers  skincare  products  to  suit 
everyone,  from  babes  in  arms,  to 
grandmothers.  Health  is  the  mam  priority; 
and  this  message  is  pressed  home  with 
instructions  on  how  to  remove  make-up, 


apply  tonic,  moisturise,  and  cleanse. 

It's  a  theme  which,  Robinsons  believe, 
can  be  specially  relevant  in  the  pharmacy 
world;  and  the  company  has  always 
maintained  its  commitment  to  the  chemist 
sector.  "The  majority  of  branded  cotton  wool 
sales  come  through  the  pharmacy  sector  of 
the  market,"  explains  Iain  Taylor.  "What  we 
offer  the  pharmacist  is  good  products  m  line 
with  market  needs". 

Quality  and  reliability  are  important 
elements  in  any  chemist  lines,  and 
Robinsons  are  careful  to  make  them  the 
focus  of  their  plans.  That  means  keeping  a 
constant  check  on  every  step  in  the 
manufacturing  process,  from  the  raw 
materials  to  the  package  on  the  shelf.  The 
company's  claim  is:  "We  only  use  the  best 
quality  cotton  fibres  for  rolls,  pleats,  balls 
and  pads".  As  Mr  Taylor  points  out:  "One  of 
the  things  that  consumer  research  has 
highlighted  is  that  the  two  factors  which  are 
most  important  are  softness  and  purity. 
We're  proud  of  the  Soft  &  Pure  range 
because  it  lives  up  to  its  name". 

And  Robinsons'  eyes  are  always  open  for 
more  convenient  ways  of  presenting  their 
products,  such  as  the  pocket  pack  Poppets 
babywipe.  Or  the  resealable  packs  of  lemon- 
fragranced  Fresh-ups. 

These,  along  with  the  newly-introduced 
Poppets  nappyhners,  point  the  way  to  the 
future.  Robinsons  are  planning  a  range  of 
nappy-change  products  to  appear  soon. 

Facing  the  future 

Robinsons  can  boast  a  long  and 
distinguished  history;  and  they  are  alive  to 
the  many  possibilities  of  the  future.  The 
recent  relaunch  of  the  Soft  &  Pure  range 
serves  to  show  the  company's  commitment: 
to  lead  the  way  with  modern  products  of 
traditional  quality.  It  is  a  policy  which  has 
made  Robinsons  of  Chesterfield  a  respected 
name,  with  a  past  to  be  proud  of  —  and  a 
future  to  look  forward  to. 
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Milupo  lead  ever/time. 
Breakfast  time,  dinner  time 

and  tea  time. 


Milupa  are  clear  brand  leaders  in  the  total 
dry  babyfood  market.  Brand  leadership  comes 
from  providing  what  mothers  want. 

Mothers  told  us  they  want  babyfood  by 
mealtimes.  So  Milupa  launched  the  first  ever 
Tea  Time  Savouries  -  of  course  they  were  a 
great  success. 

Now,  by  popular  demand,  we  have 
segmented  our  whole  range  into  Breakfast 
Time,  Dinner  Time,  Tea  Time  and  For  All  Times  to 
make  it  easier  for  your  customers  to  choose. 

And  we  are  advertising  our  "Mealtimes"  in  a 
national  women's  press  campaign  featuring  our 


Little  Experts,  which  shows  our  great  range 
PLUS  a  20p  coupon  off  their  next  purchases. 

To  maximise  your  sales  and  profits  stock  up 
now  and  merchandise  your  shelves  in  Milupa 
Mealtimes. 

Where  Milupa  leads,  the  market  follows. . 

milupa" 

Milupa  babyfoods.  The  one 
taste  little  experts  agree  on. 


See  your  Milupa  representative  for  point  of  sale  material  and  planning  your 
Milupa  range  or  call  Ben  Mullen,  National  Sales  Manager  on:  01-573  9966. 


Milupa  House,  Uxbndge  Road,  Hillingdon,  Uxbndge,  Middlesex  UB10  ONE. 


COUNTERPOINTS 


Seven  Seas  fish 
oil  supplement 

Seven  Seas  are  launching  a  food 
supplement  called  Pulse. 

The  product  provides  a  blend  of  fish 
oils  extracted  from  cold  water  fish. 

Pulse  is  presented  as  a  taste-free  soft 
gelatin  capsule,  containing  0.5ml  of  fish 
oils.  The  recommended  dose  is  two 
capsules  a  day  and  each  tub  contains  60 
capsules  (£3.19).  The  product  contains  no 
artificial  colourings  or  preservatives. 

With  the  launch  of  Pulse,  Seven  Seas 
are  planning  a  PR  programme  to  expand 
the  public's  knowledge  of  fish  oils.  This 
will  include  TV,  radio,  press  and  point  of 
sale  activity.  Seven  Seas  Health  Care  Ltd, 
Marfleet,  Kingston -Upon -Hull,  HU95JN. 


Shloer  sparkles 

Beecham  Bovril  Brands  are  introducing  low 
alcohol  Shloer  Nouveau. 

There  are  two  slightly  sparkling  variants, 
white  or  red,  both  combining  fruit  juice  with 
the  merest  hint  of  wine,  say  Beecham. 

Marketing  support  for  Shloer  Nouveau 
will  include  consumer  Press  advertising  as 
well  as  a  pre-Christmas  nationwide 
television  campaign. 

To  complement  the  "Shloer  Nouveau  — 
a  gift  from  the  gods"  theme  of  the 
commercials,  an  on-pack  promotion  will 
run  until  the  end  of  March,  offering  the 
chance  to  win  £5,000  for  a  Bacchanalian 
feast! 

Apple,  white  grape  and  red  grape 
Shloer  will  offer  added  value  during  late 
November  and  December  with  20  per  cent 
extra  free  on  the  568ml  size.  Beecham  Bovril 
Brands,  Beecham  House,  Great  West  Road, 
Brentford,  Middlesex  TW8  9BD. 


Fruitful  move 

Colman's  of  Norwich  are  offering 
consumers  up  to  20p  off  their  next 
purchase  of  Robinsons  whole  fruit  drinks. 

The  1,  2  and  3  litre  bottles  of  whole 
orange  drink  and  orange,  lemon  and 
pineapple  drink  feature  coupons  worth 
lOp,  15p  and  20p  respectively.  In  addition 
1  litre  Special  R  carries  a  lOp  coupon. 
Colmans  of  Norwich,  Carrow,  Norwich. 


Alka-Seltzer  gets 
*fizzicar  

This  week  Bayer  launch  an  £860,000  pre- 
Christmas  television  campaign  for  Alka- 
Seltzer  called  "The  science  of  plink,  plink, 
fizzics".  It  brings  the  total  advertising 
spend  for  the  brand  in  1987  to  £1 . 15m, 
says  the  company. 

The  national  campaign  features  a 
"fizzicist"  administering  some  Alka-Seltzer 
"fizziotheraphy"  to  an  obvious  hang-over 
case  whose  "head  is  ringing  like  an  alarm 
clock  while  his  stomach  chums  like  a 
washing  machine".  All  is  restored  to  calm 
with  a  glass  of  "plink,  plink,  fizz". 

Bayer  say  that  a  minimum  of  35.4 
million  people  —  minimum  coverage  of  80 
per  cent  —  will  see  the  commercial  over 
five  times  prior  to  Christmas  and  New 
Year.  The  new  "modernised"  pack  design 
is  being  delivered  in  shelf-ready  trays  of 
one  dozen  cartons  of  "pocket  or  purse" 
sachets  of  two  tablets.  POS  material 
reflects  the  improved  taste  and  clarity  of 


the  dissolved  tablets,  and  picks  up  the 
television  advertising,  say  Bayer.  It 
includes  show-cards,  shelf -edgers, 
wobblers,  tent  cards  and  window  stickers. 

Bayer  claim  a  market  share  for  the 
brand  of  35  per  cent  in  a  £12. 8m  market. 
Bayer  UK  Ltd,  Consumer  Products 
Division,  Bayer  House,  Newbury,  Berks. 


SALES  TO 


NEW  HEIGHTS 

Launching  a  new  cough  remedy  thafs 
going  to  be  a  top  seller  is  guite  a  tall  order.  But 
we've  done  it  with  Hills  Adult  Expectorant. 

We  are  offering  you  a  brand  new  product  with  a* 
proven  formula  to  provide  an  especially  effec- 
tive remedy  for  stubborn  coughs  and  bronchial 
congestion 

To  make  sure  that  Hills  Adult  Expectorant  is 
going  to  have  a  high  profile,  we  are  advertising  it  in 
both  the  Womens  Interest  and  National  press  during 
the  key  winter  months  of  January  and  February. 
Eye-catching,  amusing  and  memorable  ads  featuring 
our  giraffe  and  his  friends  will 
direct  customers  to  your  shop. 

We  are  also  supplying 
attractive  point-of-sale  material 
to  link  with  the  consumer 
campaign 

Stock  Hills  Adult 
Expectorant  -  when  it  comes 
to  sales,  the  sky's  the  limit 


Expectorant 

Makes  stubborn 
coughs  mote 
productive 

relieves  ~™ 


SPECIAL  INTRODUCTORY 
OFFER  -  15  as  12 

Pleose  order  through  your  local  Jackson 
representative,    your    usual  wholesaler 


bronchial 


congestion 


100  ml  i 


Ul  UIICLI 


HILLS  PHARMACEUTICALS  LTD 
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Hills  Pharmaceuticals  Ltd.,  Talbot  Street, 
Bnercliffe,  Burnley  BB10  2JY. 

A  member  at  AAH  Holdings  pic 
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COUNTERPOINTS: 


Eylure  get  in 
a  lather 

Eylure  are  adding  a  new  product  to  the 
Bonne  Bell  10-0-6  range. 

Dermatologist  tested  and  pH  balanced, 
new  10-0-6  Sudsing  Facial  Cleanser 
(50ml,  £0.95,  125ml,  £1.85)  is  suitable  for 
all  skm  types.  The  pink  liquid  is  presented 
in  an  unbreakable  flip-top  bottle.  Eylure 
Ltd,  Grange  Industrial  Estate,  Cwmbran, 
Gwent. 

Eurochem's  new 
soap  story 

Eurochem  have  been  appointed  sole  UK 
distributor  for  Piele  pure  natural  soaps 
from  Brazil. 

To  mark  the  company's  appointment, 
Eurochem  are  offering  two  launch  bonuses 
—  two  free  bars  with  a  case  of  24  and  four 
free  bars  with  a  case  of  40.  Both  offers  also 
include  a  free  counter  display  unit. 

The  launch  is  being  supported  by  a 
national  advertising  campaign  in  leading 
consumer  magazines.  Eurochem  Ltd, 
Imperial  House,  North  Way,  Andover, 
Hants  SP105HH. 

Cosmetics  get  a 
healthy  glow 

The  cosmetics  market  is  showing  healthy 
growth  after  a  period  of  restraint,  says  a 
report  from  Marketing  Strategies  for 
Industry  —  but  a  greater  proportion  of  the 
spoils  is  going  to  the  grocery  multiples  and 
drugstores. 

The  report  suggests  that  the  end  of  the 
economic  recession,  and  fashion  moves 
towards  towards  brighter  colours  and 
away  from  the  natural  look  have  combined 
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to  lift  the  market. 

Distribution  figures  show  growth  for 
grocery  and  drugstore  outlets,  which  now 
take  5  and  3  per  cent  of  the  market 
respectively.  Chemists  still  take  12  per 
cent,  but  this  represents  a  2  per  cent 
decline  on  the  previous  year.  Direct  sales 
such  as  party  plan  and  door  to  door  are 
also  losing  share,  and  the  report  highlights 
the  recent  withdrawal  of  Mary  Kay  from 
this  sector,  suggesting  that  it  is  likely  to 
decline  further  in  the  next  couple  of  years. 
Department  stores  have  maintained  their  8 
per  cent  share. 

Boots  still  take  the  lion's  share  of  the 
market  with  34  per  cent,  showing  slight 
growth  on  last  year.  Around  40  per  cent  of 
this  is  Boots  own  label. 

The  report  suggests  that  although  sales 
in  value  terms  have  increased,  the  number 
of  units  sold  is  increasing  only  marginally, 
or  may  even  be  decreasing.  They  suggest 
that  higher  prices,  an  increase  in  sales  of 
larger  packs  and  a  move  away  from 
budget  brands  are  behind  this. 

The  middle  market,  which  the  report 
defines  as  brands  such  as  Colorfast, 
Cyclax,  Revlon,  Roc,  No  7,  Perfect  Colour 
and  Yardley,  takes  almost  half  of  all  sales. 
Premium,  budget  and  direct  selling 
brands  all  have  a  more  or  less  equal  share 
of  the  remainder. 

The  report  suggests  that  with  the 
exception  of  the  Boots  brands,  own  label 
penetration  appears  to  have  halted  at 
around  27  per  cent.  Of  this  40  per  cent  is 
eye  make-up,  24  per  cent  face,  24  per  cent 
lip,  and  12  per  cent  nails.  MSI  Database: 
Make-up:  UK.  Marketing  Strategies  lor 
Industry  (UK)  Ltd,  32  Mill  Green  Road, 
Mitcham,  Surrey  CR4  4HY. 


Almay  shake 
their  foundations 

Almay  are  to  promote  their  foundations 
range  with  m-store  backing,  advertising, 
and  six  new  shades. 

Each  of  the  three  ranges  will  be 
supplemented  by  two  new  shades,  all  of 
which  will  be  available  in  special  trial 
sizes.  Fresh  Look  and  Complete  cover 
make-up  will  be  available  in  20ml  tubes 
and  liquid  make-up  in  13ml  bottles  (all 
£1.50).  All  trial  sizes  will  include  a  50p  off 
next  purchase  coupon. 

A  display  unit  with  headercard  has 
been  designed  to  hold  the  new  shades  and 
will  hold  both  trial  and  regular  sizes.  The 
unit  will  feature  testers  and  will  flash  the 
50p  off  next  purchase  offer. 

Full  colour  single  page  ads  in  the 
women's  magazines  will  mn  until  next 
Spring.  Almay,  225 Bath  Road,  Slough, 
Berks. 


Radian-B  sports 
a  new  look  

Fisons  Consumer  Health  are  to  relaunch 
the  Radian-B  range. 

New  packaging  has  been  designed  to 
establish  product  benefits  under  the 
campaign  theme  of  "Action  that's  fast  with 
relief  that  lasts". 

The  company  say  that  the  range  has 
traditionally  appealed  to  the  elderly  and 
infirm,  and  with  the  increasing  average 
age  of  the  population  this  potential  market 
is  growing  significantly.  With  this  in  mind 
they  will  be  supporting  the  range  in 
magazines  such  as  Saga  and  Choice  in  a 
campaign  starting  this  month. 

And  the  other  major  target  consumers, 
sportsmen  and  women  of  all  ages,  will  be 
addressed  through  advertising  in  various 
sports  media  throughout  1988. 

In-store  support  includes  a  free  "Self 


help  guide  to  minimising  muscular  aches 
and  pains"  incorporating  an  exercise 
chart  for  the  elderly.  The  Press  advertising 
will  publicise  the  leaflet  to  the  consumer. 
Fisons  pic  Pharmaceutical  Division,  12 
Derby  Road,  Loughborough,  Leics. 
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NEW  PRODUCT  napp  consumer  products  bring  you  the  opportunity 

OF  EXTRA  BUSINESS  IN  THE  PHARMACY.  RESEARCH  SHOWS  THAT  52%  OF  COLD  SORE 
SUFFERERS  STILL  USE  NO  PROPER  FORM  OF  TREATMENT  UNTIL  NOW.  / 


COLD  SORE 
TREATMENT 

brings  you  extra  pharmacy  business 


■  Clinically  effective  in  reducing  the  severity  and  length 
of  attacks  ■  All  the  virucidal  and  bactericidal  activity  of 
povidone-iodine  ■  Alcohol  formulation  helps  dry  up  lesions 
and  hastens  healing  H  Handy  pack  with  easy-to-use 
applicator  brush  ■  Eye-catching  counter  display  units 

■  Promotional  support  in  selected  magazines  and 
newspapers  ■  Bonus  offer  available  now  from  your 
local  Napp  Consumer  Products  Representative 

BRUSH  OFF  contains  the  MUNDIDONE*  brand  of  povidone-iodine,  as 
used  in  the  BETADINE®  range  of  germicides.  *  BETADINE  and 
MUNDIDONE  are  registered  trade  marks®  BRUSH  OFF  is  a  trade 
mark  ©Napp  Laboratories  Ltd  1987 

Further  information  is  available  from  @>  Consumer  Products  Division, 
Napp  Laboratories  Ltd,  The  Science  Park,  Cambridge,  CB4  4GW. 
Member  of  Napp  Pharmaceutical  Group 


Consumer  Products 


iCOUNTERPOINTS 


Legging  it 


Jica  are  distributing  a  new  product  from 
France,  Laboratoires  Goemar  Cream  for 
Tired  and  Aching  Legs. 

The  product  (100ml  £5.96)  contains 
seaweed  extracts  and  has  been  granted  a 
pharmaceutical  licence  in  France.  Trade 
support  for  the  launch  includes  a  free 
merchandiser  and  one  tube  free  in  every 
unit  of  eight.  Jica  Beauty  products  Ltd, 
Island  Farm  Avenue,  Molesey  Trading 
Estate,  East  Moseley,  Surrey  KT8  8UZ. 


Fresh  start 


To  capitalise  on  all  those  New  Year's 
resolutions  about  better  skincare,  Innoxa 
have  produced  two  starter  packs,  to  be  on- 
counter  for  January. 

The  kits  (£2.50)  are  available  for  either 
normal/dry  or  normal/combination  skin. 
Each  contains  a  cleanser  and  a  toner 
packaged  in  a  clear  cosmetic  bag.  Innoxa, 
Beauty  House,  Hawthorn  Road, 
Eastbourne,  East  Sussex. 


About  faces 

Gillette  Personal  Care  Division  are 
promoting  Aapri  dual  cleansing  pads  and 
facial  scrub  gentle,  with  over  two  million 
samples  distributed  through  the  women's 
interest  Press. 

Covermounts  will  include  Woman 's 
Own,  Mizz  and  True  Romance ,  with 
sampling  offers  in  Just  17,  Hair  and  Good 
Looks,  Annabel,  Wedding  &  Home  and 
Look  Now  in  a  campaign  continuing 
through  until  Spring.  Gillette  Personal 
Care  Division,  Great  West  Road, 
Isleworth,  Middlesex. 


letters 


Potter's  Skin  Clear  tablets,  soap,  lotion  and 
ointment  have  been  repackaged.  The  new 
packs  are  pink  and  blue,  for  a  new  modem 
look.  A  leaflet  is  available  describing  the 
range  for  point-of-sale  use.  Potter's 
(Herbal  Supplies)  Ltd,  LeylandMUI  Lane, 
Wigan,  Lancashire. 


Gallery  get 
co-ordinated 

Gallery  Cosmetics  have  produced  two  co- 
ordinating lipstick  and  nail  polish  sets. 

Both  sets  come  in  a  pre-packed 
merchandiser  containing  36  nail  polishes 
and  36  lipsticks,  each  in  six  shades.  One 
contains  wild  heather,  night  teaser,  sunset 
shimmer,  lilac  haze,  red  flame  and  Paris 
pink;  the  other  Caribbean  sunset, 
amethyst  silk,  twilight,  surprise  pink, 
fuchsia  and  sunset  pink. 

Each  merchandiser  carries  six  lipstick 
testers.  Gallery  Cosmetics  Ltd,  Haigh 
Road,  Parkgate  Industrial  Estate, 
Kuntslord,  Cheshire  WA168XN. 


Regina  pack 

Regina  are  introducing  an  energy  saver 
pack  (price  £12.95)  for  the  New  Year  — 
designed  "to  overcome  the  post-Christmas 
blues". 

The  pack  contains  a  book  —  "A  guide 
to  nature's  richest  health  food,"  by  Irene 
Stein  —  and  a  month's  supply  of  Regma's 
royal  jelly  capsules.  The  pack  also  has  a 
phial  of  Royal  Concorde.  Regina  Royal 
Jelly  pic,  Regina  House,  2a  Alexandra 
Grove,  London  N12. 


Earth 


vffi  100%  Fruit 
jT/liNo  Sugar  Added 
l"7f  No  Saccharin 
V\  or  Sorbitol 
£Zl  No  Grape  Juice 

^Zf  ONLY  35  Cal.  per  oz. 


SUITABLE  FOR  DIABETICS 

Available  in  Strawberry, 
Raspberry,  Hedgerow, 
Black  Cherry,  Apricot,  Mixed  Berry, 
Blueberry,  Blackcurrant,  Orange  Marmalade. 

natural  Sweetness 
rSyGreat  Bavours 


Whole  Earth,  Cumberland  Avenue,  London  NW10  7RG 


Extra  value  for  baby 


1038 


In  a  special  pre-Christmas  promotion,  Robinsons  baby  foods  are  offering 
extra  value  packs  across  five  of  the  current  range  of  infant  meals  and  desserts. 
In  addition,  Robinsons  are  using  the  promotion  to  launch  a  new  variety  — 
cheese  and  apple  savoury. 

Up  to  the  end  of  the  year,  Robinsons'  country  vegetable  casserole, 
chocolate  pudding  and  creamed  rice  pudding  will  be  available  with  15  per 
cent  extra  free,  and  cauliflower  cheese,  new  cheese  and  apple  savoury  and 
banana  and  pineapple  treat  desserts  will  be  available  in  20  per  cent  extra  free 
packs.  Colman's  ol Norwich,  Carrow,  Norwich  NR1  2DD . 


Mows  Resolve  to  repackage 

Maws  are  repackaging  their  Resolve  teat,  designed  for  problem  feeders,  into 
the  pastel  pink,  blue  and  white  livery  of  other  items  in  their  feeding  range. 

In  single  (£0.58)  and  new  twin  blister  packs  (£1.12),  the  teat  incorporates 
an  air  valve  on  the  flange  to  ensure  a  steady  flow  of  milk,  and  a  cross-cut  hole 
on  the  cherry  that  opens  to  the  baby's  sucking  strength.  Maws  Division,  Ashe 
Consumer  Products  Ltd,  Kingston  Road,  Leatherhead,  Surrey. 
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scribing  information 

mentation  Each  pink,  shield-shaped  tablet  is  impressed  "ZOVIRAX 
)"  on  one  side  and  a  mangle  on  the  obverse,  and  contains  400mg 
clovir.  Uses  Treatment  of  acute  herpes  zoster  infections.  Whilst  a 
leficial  effect  of  treatment  on  acute  pain  has  been  shown,  studies  have 
yet  demonstrated  an  effect  on  post-herpetic  neuralgia.  Dosage  Adults. 
o  400mg  tablets  five  times  daily  for  seven  days.  Treatment  should  start 
;arly  as  possible  after  rash  onset.  Contra-indicalions  Contra-indicated 
patients  known  to  be  hypersensitive  to  acyclovir.  Precautions  For 
ients  with  severe  renal  impairment  (creatinine  clearance  less  than  10ml/ 


minute)  a  dose  of  800mg  twice  daily  is  recommended.  For  those  with 
creatinine  clearance  from  10-25ml/ minute  a  dose  of  800mg  every  six  to 
eight  hours  is  recommended.  In  the  elderly,  total  acyclovir  body  clearance 
declines  along  with  creatinine  clearance.  Adequate  hydration  of  elderly 
patients  taking  high  oral  doses  of  Zovirax  should  be  maintained.  Special 
attention  should  be  given  to  dosage  reduction  in  elderly  patients  with 
impaired  renal  function.  Experience  in  human  pregnancy  is  limited  so 
caution  should  be  exercised  in  prescribing  for  pregnant  women.  Side-  and 
adverse  effects  Skin  rashes  have  been  reported  in  a  few  patients  receiving 
Zovirax  Tablets;  the  rashes  have  resolved  on  withdrawal  of  the  drug.  In 


Irials,  the  incidence  of  gastrointestinal  events  has  not  been  found  to  differ 
from  placebo.  Basic  NHS  cost  Shingles  Treatment  Pack,  70  tablets  (PL3/ 
0227)  £119.00.  j 
I.  McKendnck,  et  al.  ( 1986), 
British  Medical  Journal, 
293,  1529 

Further  information  is  available 
on  request. 

The  WcHcoitle  Foundation  Ltd 

Crewe,  Cheshire 


Wellcome 


Zovirax  Shing^^ 


Four  words  to  quenc 
the  fire  of  shingles 

"Zovirax  Shingles  Treatment 
Pack"  is  the  latest  addition  to  the 
comprehensive  antiherpetic 
Zovirax  range.  These  four  words 
on  an  FP10  are  enough  to  enable 
you  to  give  a  complete,  clinically 
proven1  course  of  shingles  therapy 
with  clear  dosage  guidelines. 

The  Zovirax  Shingles  Treatmeni 
Pack  is  designed  for  ease  of 
dispensing,  as  well  as  to  help  the" 
patient  to  take  the  appropriate 
dosage  at  the  correct  time  of  day 
for  the  right  treatment  period,  i.e. 
800mg  5  times  a  day  for  7  days. 

Stock  the  Zovirax  Shingles  , 
Treatment  Pack.  Four  words  to 
quench  the  fire  of  shingles. 


'HE  WELLCOME 
fOTJNDATIONLTD 


ZOVI 


LEADER  IN  ANTIVIRAL  RESEARCH 


acyclovir 


•Trade  Mark 


^■COUNTERPOINTSB 


Radio  days 


Sudafed  Co  tablets  are  backed  by  a 
£800,000  Winter  advertising  campaign. 

Radio  spots  in  December  will  cover 
London,  Birmingham,  Manchester  and 
Glasgow,  and  in  January  will  be  rolled  out 
across  twenty  commercial  radio  stations  to 
cover  the  country,  including  Scotland. 

New  POS  material  is  also  being 
produced,  and  Wellcome  are  running 
bonus  offers.  Wellcome  Consumer 
Division,  Crewe  Hall,  Crewe,  Cheshire 
CW11UB. 

Forte-fying 

Germanium  Immuno  Forte  is  being 
advertised  in  health  magazines  through  to 
next  March. 

The  food  supplement  contains  organic 
germanium  GE  Oxy-132  20mg  vitamin  C 
60mg,  vitamin  E  (natural),  50  international 
units,  vitamin  A  (2,500  international 
units),  750  microgram  and  selenium  (as 


selenium  yeast)  40  microgram.  The 
recommended  dose  is  one  tablet  a  day. 
Reevecrest  Healthcare  Ltd,  The  Old  Mill, 
Mill  Lane,  Godalmmg,  Surrey  GU7 1EY. 


December  deals 

During  December,  retailers  are  being 
offered  a  free  solar  powered  radio  with 
evey  ten  cases  of  Numark  paper.  And 
hairbrush  composite  packs  offer  two  free 
hairbrushes  in  each. 

Consumer  savings  will  be  available  on: 
Numark  cotton  wool  roll  puffs  and  pleats, 
Nusoft  nappy  clean;  Numark  triple,  toilet, 
baby  bath  and  marble  sponges;  Nusoft 
baby  wipes  and  cotton  buds. 

Bonuses  are  available  on  all  these 
products  plus  Numark  Ultra-Dri  nappies, 
Flash,  tablet  cartons  and  the  following 
Nucross  packed  goods:  aspirin  tablets, 
codeine  linctus,  glycerin,  olive  oil, 
paracetamol  tablets,  plaster  of  Paris, 
simple  linctus  and  surgical  spirit. 
Independent  Chemists  Marketing  Ltd,  51 
Boreham  Road,  Warminster ,  Wilts. 


Scotch  list 


Scotch  are  offering  a  "three-tier  trade 
bonanza"  for  Christmas. 

With  orders  of  100  films  there  is  a  free 
bottle  of  Scotch  whisky.  Orders  of  250 
films  guahfy  for  one  of  four  gifts,  including 
jewellery  or  wine.  Orders  of  500  films 
qualify  for  gifts  like  a  ten-speed  sports 
bike  or  a  microwave. 

The  offer  runs  until  December  11  for 
deliveries  up  to  December  24,  say  Scotch 
Film  Group,  3M  UK  pic,  Bracknell, 
Berkshire  RG121JU. 


Snappy  days 

Agfa  dealers  are  being  given  free 
Christmas  display  material  when  placing 
orders  this  month. 

The  company's  "Snappy  Christmas" 
display  kit  includes  a  range  of  decorations 
and  price  tickets  all  marked  with  Agfa's 
diamond  logo.  Agfa  Gevaert  Ltd,  Great 
West  Road,  Brentford,  Middlesex. 


Make  easier  profits  from  snap 

decisions 


RSP 

£9.99 


*  Ideal  for  children  aged 
5  and  over 

•  Uses  drop-in  110 
cartridge  film 

•  No  batteries  required 

•  Available  in  a  range  of 
colours 


RSP 

<£e2  In* 


Simple  to  operate 

•  Built-in  flash 

•  Complete  with  wrist 
strap  and  case 

•  Available  in  black  and 
red 


RSP 

£19.99 


•  Easy  to  use 

•  Changes  from 
standard  to  telephoto 
lens  at  the  flick  of  a 
switch 

•  Built-in  flash 

•  Available  in  a  range  of 
colours 


RSP 


•  Focus-free,  easy  to  use 

•  Motor  drive  and  rewind 

•  Variable  film  speed 
setting 

Available  in  black  only 


When  it  comes  to  cameras,  there's  no  easier 
way  to  profit  than  with  Sinus.  That's  because  Sinus 
is  the  easy  choice  for  your  customers  and  for  you. 

Easy  to  handle  with  a  range  of  no-nonsense 
cameras  that  give  perfect  results  every  time. 

And  easy  to  sell  with  space-saving  displays 
that  let  customers  buy  'off-the-shelf,  and  eye- 
catching point-of-sale  material  for  fast-moving  sales 
all  year  round. 

Easy! 

SIRIUS 

a  camera  for  all  seasons! 


Contact  your  David  Anthony  Pharmaceuticals 
agent  now  or  direct  at  12  Spindus  Road, 
Speke  Hall  Industrial  Estate,  Speke, 
Liverpool  L24 1YA.  Telephone:  051-486  7117 
Find  out  how  DAP's  special  deals  on 
Sinus  make  profits  easier. 
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PRESCRIFTIO 


SPECIALITIES 


In  the  picture 


Kodak  Ultra  Technologies  will  be  taking 
nationwide  Adshel  sites  to  support  their 
range  of  batteries  during  November  and 
December. 

And  the  company  have  produced  POS 
for  the  Kodak  Olympic  Gold  collection 
marketing  campaign.  It  includes  A4 
showcards,  mobiles,  window  stripes,  shelf 
wobblers  and  the  counter  merchandiser 
with  the  Collection  brochure  which  details 
the  items  available.  Kodak  Ltd,  PO  Box 
66,  Hemel  Hempstead,  Herts  HP1 1JU. 


Polaroid  are  encouraging  pharmacists  to 
cash  in  on  Christmas  purchases  of  instant 
film  with  a  free  merchandiser  available 
from  company  representatives.  Polaroid 
(UK)  Ltd,  Ashley  Road,  St  Albans,  Herts. 


ON  TV 
NEXT  WEEK 


GTV  Grampian 

U  Ulster 

STV  Scotland 

B  Border 

G  Granada 

(central) 

CCentral 

A  Anglra 

Y  Yorkshire 

CTV  Channel  Islands 

TSWSoulhWesI 

HTV  Wales  &  West 

LWT  London  Weeke 

d  TTV  Thames  Televi 

.on  TVS  South 

C4Channel<t 

Bl  TV-am 

TT  TyneTees 

Actifed:  All  areas 

Askit  powders :  GTV ,  STV 

Benylin:  All  areas 

Beecham  hot  lemon/honey  &  lemon  : 

All  areas 

Beechams  powders:  All  areas 

Bic  razor:  Bt 
Braun  D3  electric  toothbrush:  All  areas 

Braun  Linear.  2000  &  3000  razors:  All  areas 
Clairol  Foot  Spa:  Y,C,A,  TVS,  LWT,  TTV,  TT 
Clairol  Heat  Wraps:  G,Y,  C,  TVS,  LWT,  TTV 
Clairol  Wavelengths:  All  areas 

Durex:  C,  A,TVS,LWT,TTV 

Epilady:  C4 
Fiesta  kitchen  towels:  All  areas,  C4,  Bt 

Hill's  Balsam:  G,Y,  TT 

Intrigue  perfume:  All  areas 

Karvol:  All  areas 

Lipcote:  TT 
Micromark:  All  areas 

Nurofen:  All  areas 

Peaudouce  babyslips:  Bt 
Philips  ladyshave:  All  areas 

Philips  Tracer:  All  areas 

Philishave  Triplehead:  All  areas 

Phillips  softone  collection: 

STV,C,LWT,TTV 
Sanatogen:  All  areas 

Setlers  Turns:  All  areas 

Strepsils:  All  areas 

Triogesic:  Bt 


Humiderm 
cream 


Humiderm  is  a  pyrrolidine  containing 
emollient  cream  for  the  treatment  of 
hyperkeratosis  and  other  chronic  dry  skin 
conditions.  Manufacturers  Britcair  say  that 
its  5  per  cent  concentration  of  the 
hygroscopic  agent  pyrrolidine  is  twice  that 
normally  occurring  in  the  stratum 
corneum  layer  of  the  skin 
Manufacturers  Britcair  Ltd,  Progress 
House,  Albert  Road,  Aldershot,  Hants 
GU11  1SZ 

Description  A  white  agueous  emollient 
cream  containing  5  per  cent  pyrrolidine 
carboxylic  acid  as  the  sodium  salt.  Also 
contains  0.08  per  cent  methylparabens 
and  0.02  per  cent  propylparabens 
preservatives 

Uses  Treatment  and  prevention  of 
hyperkeratosis  and  chronic  dry  skin 
conditions  including  atopic  dermatitis. 
Supplement  to  topical  use  of 
corticosteroids  and  after  discontinuation  of 
steroid  therapy 

Dosage  Apply  regularly  to  the  affected 

area,  preferably  after  bathing 

Contraindications  Hypersensitivity  to  the 

constituents 

Supply  restrictions  P 

Packs  60g  tubes  (£3.20  trade) 

Product  Licence  4323/001 1 

Issued  November  1987 

Pindolol  tabs  by 
Generics  (UK) 

Generics  (UK)  are  introducing  pindolol 
tablets.  The  white  tablets  are  available  in 
5mg  and  15mg  strengths,  marked  "PL 
breakline  5",  and  "PL  breakline  15" 
respectively.  Both  have  the  "G"  logo  on  the 
reverse.  Securtainers  of  100  tablets  are 
available  (5mg,  £10.65;  15mg  £31.90 
trade)  with  introductory  offers  through  all 
A  AH  wholesalers.  Generics  (UK)  Ltd, 
Vines  Cross,  Heathlield,  Sussex  TN21 
9AS. 


ASD  kit 
from  IMS 


International  Medication  Systems  are 
launching  an  Anaphylactic  Shock  Drug 
kit  to  coincide  with  the  issue  of  new 
"Guidelines  for  the  treatment  of 
anaphylaxis"  by  the  Royal  College  of 
Nursing.  The  kit  has  been  produced  in 
consultation  with  the  RCN. 


Each  kit  contains  two  Mm-i-jet 
adrenaline  1:1,000  lmg/lml  pre-filled 
syringes  with  space  for  a  third  syringe  or 
swabs  etc.  A  dosage  label  is  included. 
Each  kit  can  be  sealed  with  a  tamper 
evident  label  and  a  complete  kit  costs  £7. 
Empty  cases  and  new  sealing  labels  are 
available  separately  and  replacement  Mm- 
l-jets,  syringes  prescribable  on  FP10,  are 
also  available.  ASD  kits  can  be  purchased 
direct  from  Gees  Generics,  42  Gorst 
Road,  Park  Royal,  London  NW10  6LD. 


BRIEFS 
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Milupa  PKU3  for  phenylketonuria  in 
adolescents  and  pregnant  women  is  now 
prescribable  as  a  Borderline  Substance, 
says  the  company.  PKU3,  vanilla  flavoured 
granules,  are  available  (500g  tin,  £36)  from 
the  Scientific  Department  at  Milupa  Ltd, 
Milupa  House,  Uxbridge  House, 
Hillmgdon,  Middlesex  UB10  ONE. 

Evans  Medical  are  introducing  fentanyl 
injection,  available  in  packs  of  five  of  2ml 
(£2.25)  and  10ml  (£10.25).  Each  ampoule 
contains  50mcg  per  ml  of  fentanyl  citrate. 
Evans  Medical  Ltd,  Langhurst,  Horsham, 
West  Sussex  RH12  4QD. 

H.N.  Norton  are  adding  baclofen  tablets 
lOmg  (100,  £12.90)  and  metoprolol  tablets 
(50mg,  100,  £4.65;  lOOmg  100  £8.69)  to 
their  range  of  generics.  Labetalol  tablets 
400mg  are  also  available  in  a  new  pack 
size  of  100  (£17.04  all  price  trade).  The 
colour  of  naproxen  tablets  are  now  yellow 
but  markings  remain  unchanged.  H.N. 
Norton  &  Company  Ltd,  Patman  House, 
George  Lane,  South  Woodford,  London 
E182LS. 

Rorer  Pharmaceuticals  are  adding  the 
following  to  their  generics  range: 
hydralazine  tablets  25mg  (500,  £6.75), 
and  50mg  (500,  £13.75);  sulphasalazine 

tablets  500mg  (100,  £6.37  trade).  Rorer 
Pharmaceuticals  Ltd,  St  Leonards  Road, 
Eastbourne,  Sussex  BN21  3YG. 

Metronidazole  tablets  400mg  are 

available  in  a  pack  size  of  100  (£6.95)  from 
Cox  Pharmaceuticals.  The  tablets  are 
white,  film-coated,  capsule-shaped  with 
the  markings  "MM"  with  a  breakline  on 
one  side,  "Cox"  on  the  reverse.  Cox 
Pharmaceuticals,  Whiddon  Valley, 
Barnstaple,  Devon  EX32  8NS. 

Upjohn  are  extending  their  Depo  Provera 
range  with  a  150mg/ml  1ml  vial  for  use  as  a 
contraceptive  pack  (£3.79).  Upjohn  Ltd, 
Fleming  Way,  Crawley,  West  Sussex  RH10 
2NJ. 

A  single  dose  of  lg  of  Zinnat  tablets  is 
recommended  for  "uncomplicated 
gonorrhoea",  and  not  "diarrhoea"  as 
stated  in  C&D  October  (p865) . 
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You'll  be  surprised 
to  learn  the  name  behind 
the  best  known  names. 


FAST  PAIN  RELIEF 

For  muscular  pain 
and  stiffness, 
flh,  fombago,  sciatica 
^sprains  and  bru^ 


PR  Spray  has  danced 
its  way  to  the  top  slot 
in  the  Topical  Analge- 
sic spray  market. 

Its  unique  freezing 
action  has  brought  fast 
pain  relief  to  muscular 
pain  sufferers. 

And  quick  rewards 
to  those  who  stock  this 
brand  leader. 

The  name  behind 
this  well-known  name 
is  Crookes  Healthcare. 

The  number  one 
healthcare  company. 

With     our  reputa- 
tion and  our  products 
you   won't   be  putting 
a  foot  wrong. 


Since  its  launch,  HC45 
has  already  established 
itself  as  the  market 
leader.  Independent  audits 
confirm  that  HC45  is  the 
biggest  selling,  most 
widely  available  OTC 
hydrocortisone  cream. 
Trust  Cream  E45 
to  relieve. 

Trust  HC45  to  treat. 


Effective  dermatological  products  from 


Cold  sore,  caused  by 
herpes  simplex  virus, 
appearing  on  the  lip 
(picture  courtesy 
Wellcome  Foundation) 


POINT 


Natural  history 


Cold  sores  affect  between  20  per  cent  and  40 
per  cent  of  adults  and  children.  A 
prodromal  phase  of  localised  burning, 
itching  or  tingling  is  followed,  usually  within 
hours  but  occassionaly  after  more  than  a 
day,  by  small  painful  vesicles  with  localised 
swelling  and  erythema.  These  develop  after 
one  or  two  days  into  crusted  lesions  or  ulcers 
of  variable  size,  usually  V4-V3  of  an  inch  in 
diameter  but  sometimes  much  larger. 

Without  treatment  the  crust  is  lost  withm 
four  to  ten  days  and  the  lesion  resolves  com- 
pletely. Although  in  most  cases  the  symp- 
toms are  mild,  they  are  annoying  —  parti- 
cularly if  recurrence  is  common,  when  they 
can  appear  monthly  —  and  because  they 
occur  around  the  hps  they  are  disfiguring, 
making  the  sufferer  feel  self-conscious. 

Cold  sores  are  caused  by  herpes  simplex 
virus  (HSV)  and,  although  HSV  Type  1  is 
most  commonly  involved,  symptoms  can 
also  be  caused  by  HSV  Type  2,  the  virus 
which  more  frequently  causes  genital 
herpes.  The  initial  infection  usually  occurs 
m  childhood  and  is  often  asymptomatic, 
although  it  may  be  accompanied  by 
ulcerative  pharyngitis  with  flu-like  symptoms 
such  as  fever,  myalgia  and  swollen  glands. 
These  symptoms,  which  can  last  two  or  three 
weeks,  are  often  difficult  to  distinguish  from 
those  of  bacterial  infection  but  they  do  not 
seem  to  recur  after  viral  infection  is 
established. 

After  the  initial  inoculation,  the  virus 
replicates  and  spreads  into  local  projections 


Cold  sores  can  be  a  real  pain  — 
literally.  Here  Steve  Chaplin, 
staff  pharmacist  at  the  regional 
drug  information  unit.  Wolf  son 
Unit  of  Clinical  Pharmacology, 
Newcastle-upon-Tyne,  looks  at 
their  cause,  symptoms  and 
treatment. 

of  sensory  nerves.  It  then  migrates  towards 
the  neuronal  nucleus  —  the  trigeminal 
ganglia  in  the  case  of  cold  sores  —  where  it 
remains  latent  until  reactivated.  There  are 
probably  several  stimuli  which  produce 
reactivation,  but  most  sufferers  are  aware 
that  stress,  a  feeling  of  being  "run-down",  or 
even  a  visit  to  the  dentist,  are  common 
factors  in  the  appearance  of  a  cold  sore. 

Once  the  virus  has  invaded  a  nerve, 
infection  persists  for  life  although 
symptomatic  reactivation  appears  to  be  less 
common  after  the  mid-thirties.  Although 
infected  people  develop  antibodies  to  the 
virus,  these  seem  to  be  ineffective  in 
eradicating  infection,  but  they  probably 
limit  the  duration  of  symptoms.  People  who 
are  immunosuppressed  or  immunologically 
impaired  are  therefore  prone  to  severe  and 
prolonged  attacks  of  HSV  reactiviation. 

Viruses  are  present  in  virtually  all 
vesicles  but  in  less  than  half  of  the  crusted 
ulcerative  lesions.  The  concentration  of 
virus  is  highest  during  the  first  24  hours  of 
symptoms  —  presumably  when  replication  is 
greatest  —  and  declines  rapidly  thereafter. 


The  lesions  are  therefore  most  infectious, 
and  most  amenable  to  treatment,  at  this 
stage.  The  persistent  crusted  sore  is  virtually 
free  of  virus  after  four  or  five  days  and, 
although  they  probably  cause  greatest 
annoyance  during  this  penod,  the  symptoms 
are  not  responsive  to  antiviral  drugs. 

Management  of  cold  sores  can  therefore 
be  divided  into  two  stages.  First,  the 
symptoms  can  be  treated  on  an  ad  hoc  basis, 
largely  with  drugs  available  on  a 
pharmacist's  recommendation.  Although 
patients  may  initially  consult  a  pharmacist 
when  symptoms  are  present,  it  will  be 
helpful  to  provide  drugs  —  with  appropriate 
counselling  —  which  can  be  used  on  a 
patient's  initiative  when  symptoms  recur. 
Second,  the  severity  and  duration  of 
symptoms  can  be  reduced  by  prompt 
treatment  with  antiviral  prescription  drugs. 

Counterprescribing 

The  pain  accompanying  vesicles  is  often 
unresponsive  to  simple  treatment.  A  local 
anaesthetic  might  help  lesions  within  the 
mouth  but  often  the  pain  is  felt  remotely  from 
the  site  of  a  sore.  Minor  analgesics  like 
aspirin  (except  for  young  children)  or 
paracetamol  may  help,  but  more  severe  pain 
deserves  referral  to  a  GP. 

Itching  during  the  prodromal  phase  is 
seldom  unbearable  but  a  topical 
antihistamine  might  help  to  stop  a  child 
damaging  the  site  by  persistent  scratching. 
When  the  vesicles  have  erupted  into  an 
ulcer  or  crusted  sore,  it  is  best  simply  to  keep 
it  clean  and  dry  and  allow  it  to  heal 
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naturally.  Occlusive  dressings  or  make-up 
intended  to  mask  the  sore  may  make  matters 
worse  by  macerating  the  area  and 
facilitating  the  spread  of  virus  (during  the 
early  stages)  or  impairing  wound  healing. 
People  should  also  be  counselled  to  avoid 
the  risk  of  complications,  like  bacterial 
superinfection,  by  good  hygeme,  and  to 
minimise  the  risk  of  spreading  the  infection 
to  others  by  using,  for  example,  separate 
towels  and  face  flannels. 

Many  drugs  have  been  tried  against  cold 
sores.  Examples  include  lithium,  butylated 
hydroxytoluene,  inosine  pranobex  and  zinc 
sulphate  solution,  but  only  acyclovir  and 
idoxuridine  appear  to  have  achieved 
widespread  acceptance. 

Idoxuridine  acts  by  competing  with  the 
ammo  acid  thymidine  for  incorporation  into 
viral  DNA.  It  is  poorly  soluble  in  water  and  is 
therefore  applied  in  a  solution  of  dimethyl 
sulphoxide,  and  over-use  can  cause  local 
maceration.  Adverse  reactions  include 
stinging  on  application  and  an  unpleasant 
taste  and,  less  commonly,  dermatitis, 
headache  and  nausea. 

Acyclovir  is  probably  the  drug  of  choice 
for  recurrent  cold  sores.  Like  idoxuridine, 
acyclovir  disrupts  the  synthesis  of  viral  DNA 
but,  although  some  local  stinging  and  skm 
flaJang  may  occur,  application  of  the  cream 
appears  to  be  free  of  more  troublesome 
adverse  effects.  Oral  acyclovir  is  effective  as 
prophylaxis  against  severe  recurrent  attacks 
in  immunocompromised  people. 

Because  viral  replication  occurs  only 
during  the  early  symptomatic  stages,  it  is 
essential  to  begin  treatment  with  antiviral 
drugs  at  the  earliest  opportunity.  For 
greatest  effect  —  this  being  a  reduction  in 
the  number  of  vesicles  and  the  quicker 
development  of  crusted  lesions  and  healing 
—  treatment  must  begin  early  within  the 
prodromal  period,  and  failure  to  do  this  will 
mean  that  any  therapeutic  gain  will  be 
marginal.  Patients  should  therefore  be 
counselled  on  the  importance  of  recognising 
the  prodrome  and  applying  the  cream 
promptly.  It  is  self-evident  that  patients  will 
wish  to  keep  the  cream  available  at  home 
and  some  extra  advice  about  appropriate 
storage  would  not  go  amiss. 


Herpes  simplex  grown  on  chick 
chorioallantoic  membrane  (picture 
courtesy  Wellcome  Foundation) 


SURVEYING 
THE  SCENE 


The  deregulation  of  1  per  cent 
hydrocortisone  brands  from  Prescription 
Only  Medicines  to  Pharmacy  medicines  was 
the  most  significant  move  in  the  dermato- 
logicals  product  area  for  pharmacists  this 
year  and  possibly  this  decade. 

This  addition  to  the  pharmacist's 
armoury  against  minor  ailments  was  long 
awaited.  Nevertheless,  many  pharmacists 
looked  upon  it  as  further  recognition  of  their 
important  role  in  managing  minor  ailments 
and  relieving  hard  pressed  GPs  of  some  of 
their  case  load.  However,  not  everything 
went  pharmacy's  way.  When  May  arrived 
pharmacists  could  sell  OTC  only  certain 
named  hydrocortisone  brands.  Many 
pharmacists  have  since  expressed  dismay  at 
the  arrangement  and  wondered  why  they 
could  not  simply  sell  a  generic  1  per  cent 
hydrocortisone  product. 

Some  of  the  manufacturers  who  gamed  a 
P  licence  considered  themselves  fortunate  to 
be  able  to  get  a  piece  of  what  was  expected 
to  be  a  big  market:  predictions  of  it  being 
worth  £4m  were  made  around  the  time  of  the 
launch  and  as  we  shall  see  many  are 
confident  those  levels  will  be  reached  and 
even  surpassed. 

Antagonism 

With  so  many  brands  fighting  for  attention 
(currently  12  are  available)  the  second  thom 
in  many  pharmacists'  sides  emerged  — 
consumer  advertising. 

There  has  always  been  a  certain  amount 
of  antagonism  towards  this  type  of  promotion 
of  ethical  medicines,  particularly  among 
those  who  feel  it  undermines  their 
professionalism.  Manufacturers  look  at  the 
situation  differently:  without  sufficient  sales 
they  cannot  sell  enough  product  to  make  it 
worth  their  while  being  in  the  market  and 
leaving  it  to  pharmacists  to  promote  their 
product  does  not  provide  sufficient  stimulus. 
Some  manufacturers  have  tried  in  the  past  to 
let  pharmacists  do  the  selling  for  them  but 
have  had  to  resort  to  consumer  promotion 
eventually. 

C&D  conducted  a  brief  survey  among 
pharmacists  and  the  overwhelming  feeling 
was  that  OTC  hydrocortisone  products 
should  not  be  advertised  to  the  public.  Of 
100  questionnaires  sent  out  to  pharmacists, 
33  replies  were  received.  The  response  was 
small  but  28  of  those  33  said  OTC 
hydrocortisone  should  not  be  advertised  to 


the  public.  One  pharmacist  commented: 
"consumer  advertising  has  been  too 
aggressive,  we  have  had  problems  with 
customers  asking  for  it  for  non-indicated 
conditions."  That  particular  pharmacist  said 
that  in  70  per  cent  of  cases  when  asked  for 
OTC  hydrocortisone  he  or  she  would  not  sell 
it.  Another  pharmacist  commented  that  the 
level  of  advertising  put  too  much  pressure 
on  pharmacists,  so  much  so  that  it  did  not 
allow  them  to  exercise  their  descretion. 

A  third  respondent  summed  up  a  lot  of 
the  feeling  expressed  in  letters  to  the 
pharmaceutical  Press  over  the  recent 
months  saying:  "I  disaprove  strongly  of  high 
pressure  advertising.  OTC  hydrocortisone 
should  only  be  available  on  a  pharmacist's 
recommendation" . 

All  that  said  the  majority  of  pharmacists 
answering  C&D  's  survey  said  that  OTC 
hydrocortisone  was  usually  supplied  in 
response  to  customers  coming  into  their 
shops  asking  for  something  to  be 
counterprescribed  for  a  rash,  bite,  allergy, 
etc  (25  pharmacists).  Twelve  pharmacists 
said  customers  asked  for  a  specific  brand. 
One  pharmacist  did  say  that  90  per  cent  of 
customers  asked  for  a  brand  and  felt  he  had 
no  control  over  its  use  because  if  the  sale  was 
refused  the  customer  only  had  to  go  to  other 
pharmacies  "down  the  road"  and  continue 
asking  until  they  got  what  they  wanted. 

In  terms  of  brands  stocked  the  majority 
(12)  said  they  stocked  three  brands;  nine 
stocked  four  brands;  five  stocked  two;  one 
stocked  five,  and,  perhaps  surprisingly,  two 
stocked  six  brands.  Only  four  pharamcists 
said  they  stocked  one  brand,  they  were 
Efcortelan  P,  (stocked  by  two  respondents), 
Evacort  and  Kerfoot's  generic. 

Commenting  on  why  they  chose  the 
brands  they  did,  12  pharmacists  said  profit 
on  return  was  most  important,  although  no 
one  brand  was  stocked  more  often  than 
another  by  pharmacists  who  were  guided  by 
profit.  Twelve  pharmacists  depended  on  the 
supplier's  reputation  as  a  guide  to  stocking, 
here  Hc45  came  out  as  the  favourite,  stocked 
by  nine  pharmacists  who  went  by  reputation; 
Efcortelan  P,  Medicort,  Zenoxone,  Evacort, 
and  Dermacort  suppliers  also  influenced 
pharmacists  with  their  reputation. 
Consumer  advertising  (seven  pharmacists), 
ease  of  supply  (six)  and  product  information 
(five)  also  influenced  pharmacists'  choice  of 
stock.  Free  stock,  consumer  demand  and 
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company  policy  influenced  fewer 
pharmacists  (one,  one  and  two  respectively). 

As  for  brand  leadership  Crookes  Hc45 
won  in  C&D's  small  poll  being  voted  best 
seller  by  14  respondents.  Dermacort  was  felt 
to  be  best  seller  by  six  pharmacists  followed 
by  Medicort  (three)  Evacort  (two)  Zenoxone, 
Kerfoot,  Efcortelan  P  and  Timocort  (all  one). 
One  respondent  said  that  any  product 
recommended  by  a  pharmacist  sold  well. 
However,  the  survey  did  show  that 
pharmacists'  favourite  brand  for  counter- 
prescribing  did  not  always  correlate  with 
what  was  felt  to  be  the  best  seller.  One 
pharmacist  said  that  first  choice  for 
counterprescnbmg  depended  on  stock  and 
another  said  "I  am  not  at  all  keen  on 
counterprescnbmg  it". 

The  majority  of  pharmacists  responding 
to  C&D's  questionnaire  were  working  in 
single  independent  pharmacies  (24),  eight 
were  part  of  a  small  chain  of  shops  and  one 
was  an  independent  multiple.  The  majority 
(15)  had  their  shops  in  a  town  or  city  centre 
in  the  UK,  11  replies  came  from  pharmacies 
on  estates  or  in  local  shopping  parades  and 
seven  were  received  from  pharmacies  in 
rural  areas. 

Table  1  Pharmacists  preferred  OTC 
hydrocortisone  brands 


Brand 


Hc45 

Dermacort 

Efcortelan  P 

Evacort 

Kerfoot 

Medicort 

Zenoxone 

Timocort 


Number  of 
pharmacists  citing 
as  first  choice  for 
counterprescribing 

13 
6 
4 
2 
2 
2 
1 
1 


Underwoods'  pharmacy  supervisor  Izzy 
Miller  told  C&D  that  initially  there  was  a 
huge  public  demand  for  hydrocortisone 
products  presumably  sparked  by  the  launch 
advertising.  Mr  Miller  said  he  reminded 
Underwoods  pharmacists  to  be  cautious 
about  supplying  the  products  and  to  do  so 
only  for  the  indications  allowed,  as  people 
were  just  coming  in  and  asking  for  it  without 
necessarily  knowing  what  it  was  intended  to 
be  used  for. 

Underwoods  decided  to  take  Hc45  as 
their  main  stock.  Senior  buyer  Mike  Dobbs 
told  C&D  that  the  company  decided  to  go 
with  Crookes  because  "E45  was  such  a  good 
seller  and  they  were  going  to  spend  the 
money."  Pharmacists  in  individual  stores 
also  buy  m  other  brands  from  wholesalers  if 
they  are  asked  for  them. 

Safeway  Food  Stores  senior  pharmacist 
David  Wood  told  C&D  the  company's 
pharmacists   generally   felt   that  OTC 


hydrocortisone  should  not  be  advertised  to 
the  public,  and  the  company  has  a  policy  to 
keep  Kerfoot's  non-advertised  generic 
product  as  primary  stock  with  a  second 
brand  recommended  if  there  is  a  demand. 

Mr  Wood  thought  the  market  size  had 
been  exaggerated;  after  all,  "if  the  market  is 
gomg  so  well  why  are  the  bonuses  so  good?" 
he  said. 

Boots  pharmacists  have  also  found  that 
customers  have  been  asking  for  OTC 
hydrocortisone  for  non-indicated 
conditions,  a  company  spokesman  told 
C&D.  So  Boots  pharmacists,  like  their 
colleagues  elsewhere  have  been  cautious  in 
selling  the  products. 

A  range  of  brands  are  bemg  stocked  and 
customers  are  supplied,  if  appropriate,  with 
the  brand  they  ask  for. 

The  feeling  about  consumer  advertising 
of  Pharmacy  medicines  is  that  it  can  be 
beneficial  because  customers  are  directed  to 
a  pharmacist  for  advice. 

IMS  survey 

Intercontinental  Medical  Statistics  recently 
published  a  report  on  the  OTC 
hydrocortisone  market  based  on  interviews 
with  pharmacists  and  the  company's  sales 
audit  — the  BPI. 

The  company's  attitudinal  research 
manager  Hilary  Roberts  told  C&D  that  since 
the  launch  of  OTC  hydrocortisone  high 
variations  in  monthly  sales  of  individual 
brands  have  indicated  a  prolonged  and 
uncertain  penod  of  stocking,  presumably  as 
acceptance  of  availability  widens.  However, 
in  spite  of  these  variations  it  has  become 
clear  that  OTC  hydrocortisone  is  showing 
similarities  to  other  OTC  markets,  with  room 
for  only  one  or  two  brands  to  dominate. 

Face  to  face  interviews  with  a  nationally 
representative  sample  of  100  pharmacists  in 
outlets  excluding  Boots  were  done 
immediately  before  the  launch  and  withm 
the  past  month.  Together  these  two  reports 
have  highlighted  the  rapidly  changing 
situation,  with  the  most  recent  research 
confirming  the  concentration  of  stocking 
and  recommendation  to  one  or  two  brands, 
say  IMS.  In  spite  of  this  overall 
concentration,  the  majority  of  pharmacists 
choose  to  stock  a  range  of  OTC  HC  brands; 
even  when  anticipating  their  future  stocking 
patterns;  it  was  generally  felt  important  to 
provide  customers  with  more  than  one 
alternative.  There  were  several  examples  of 
pharmacists  still  stocking  seven  or  eight, 
even  six  months  after  the  initial  phase  of 
providing  free  samples  and  bonuses. 

The  OTC  hydrocortisone  report 
produced  by  IMS  costs  £500  and  also  gives 
an  insight  into  stocking  rationale  by  brand, 
recommendation  behaviour  by  indication 
and  an  indication  of  future  intention. 


Don't 
louse 
it  up 

Many  pharmacists  do  not  seem 
to  appreciate  the  importance  of 
insecticide  rotation  to  preserve 
the  effectiveness  of  these 
agents  against  head  lice.  Chris 
Banks,  formerly  sales  director 
of  International  Laboratories, 
looks  at  the  problem. 

No  doubt  pharmacists  have  heard  about 
insecticide  rotation  and  from  time  to  time 
have  probably  received  a  bulletin  from  the 
local  health  authority  identifying  the 
formulation  to  apply  during  the  next  three 
years  or  so.  But  it  appears  many  pharmacists 
do  not  understand  the  critical  need  to  heed 
the  advice  to  protect  the  limited  resource  in 
medical  insecticides. 

There  are  three  species  of  anoplural  hce 
specific  to  man:  head  lice,  body/clothing 
lice,  and  crab  lice.  As  yet,  only  head  lice 
have  presented  a  serious  problem  of 
resistance  to  certain  insecticides. 
Resistance,  as  pharmacists  will  know,  results 
from  inadequate  use  of  insecticide. 

The  five  msecticidal  groups  suitable  for 
man  are  organochlorines  (eg  DDT); 
cyclodienes  (eg  gamma  benzene 
hexachloride);  organophosphates  (eg 
malathion);  carbamates  (eg  carbaryl),  and 
pyrethnns. 

DDT  is  not  effective  against  head  lice. 
Similarly,  gamma  benzene  hexachloride  is 
rarely  recommended,  because  of  increasing 
resistance.  Malathion  and  carbaryl  are 
currently  effective.  And  pyrethrm  is  not  yet 
licensed  for  human  use  but  probably  will  be 
in  the  near  future. 

When  lice  become  resistant  to  any 
insecticide  in  a  group  then  the  resistance  is 
complete  throughout  that  group  and 
through  all  future  generations  of  louse.  The 
urgency  to  protect  the  remaining 
insecticides  therefore  requires  no  further 
comment. 

In  common  with  many  other  insects,  hce 
can  biodegrade  a  limited  amount  of 
insecticide  —  a  sub-lethal  dose.  If  this 
challenge  is  met  and  overcome  then  this 
facility  is  subsequently  enhanced  for  that 
particular  insecticide  and  is  carried  into 
future  generations.  The  sub-lethal  dosage  is 
thereby  increased  and  will  continue  to 
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Electron  micrograph  of  human  louse,  courtesy  of  the  Medical  Entomology  Centre. 
University  of  Cambridge 


increase  following  the  survival  of  each  sub- 
lethal dose. 

It  is  postulated  that  the  progress  of 
resistance  becomes  irreversible  after 
approximately  thirty  generations.  The 
average  life  cycle  of  the  louse  is  around  35 
days,  so  the  critical  period  for  a  particular 
insecticide  occurs  after  about  three  years' 
use.  By  introducing  an  insecticide  from  a 
different  group  to  replace  the  current 
insecticide,  it  is  possible  to  abort  the 
progress  of  resistance  before  irreversibility 
is  established.  After  approximately  three 
years  use  of  the  alternative  the  change  can 
be  safely  made  back  to  the  original  —  and  so 
on  every  three  years. 

In  most  cases  rotation  policy  extends 
only  within  health  districts.  There  needs  to 
be  a  greater  influence  by  RHAs  to  work 
toward  a  national  policy,  as  in  Wales.  All  of 
this  effort  will  be  futile  unless  community 
pharmacy  recommends/sells  only 
appropriate  insecticide,  irrespective  of 
brand. 

Information  on  the  current 
recommendation  is  not  always  easy  to  get 
although  most  DHAs  send  out  a  circular 
bulletin  around  the  time  of  a  change. 
Experience  suggests  that  these  circulars  are 
largely  overlooked. 

The  best  starting  point  is  often  a 
principal  pharmacist.  If  he  cannot  help  he 
can  usually  refer  to  the  appropriate  staff 
pharmacist  (community). 
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Stocks  of  insecticide  to  be  phased  out  are 
not  unsaleable.  The  changeover  date  is  not 
critical  and  provided  that  existing  stocks  are 
sold  in  a  short  period  then  there  is  no 
problem.  If  stocks  are  excessive  then  the 
supplier  should  make  a  concession. 

By  the  very  nature  of  their  use,  extreme 
dilution  in  water,  insecticidal  shampoos 
deliver  a  comparatively  low  concentration  of 
insecticide.  This  is  not  a  problem  provided 
the  treatment  is  completed  according  to  the 
manufacturers  instructions.  Nevertheless, 
many  people  either  get  the  sequence  wrong 
or  omit  one  or  more  of  the 
applications. .  .many  do  not  even  read  the 
instructions!  It  is  in  these  circumstances  that 
louse  eggs  in  particular  receive  sub-lethal 
dosage.  Unless  further  dosage  is  applied 
after  hatching  then  these  nymphs  must  be 
regarded  as  tainted  survivors. 

Perhaps  the  greatest  danger  is 
occasional  use  of  shampoo  as  a  preventative. 
Often  only  a  smgle  application  is  used  which 
neither  acts  as  a  repellent  nor  eliminates  an 
infestation.  This  improper  use  should  be 
discouraged  vigorously. 

There  is  no  immunity  from  head  lice  and 
none  of  the  current  insecticidal  preparations 
has  a  repellent  action.  We  must  anticipate 
that  a  repellent  will  eventually  be  available 
but  until  then  the  best  advice  for  individual 
control  is  thorough  combmg  of  the  hair  daily 
at  bedtime  combined  with  regular  careful 
inspection. 


Sterling 


The  OTC  hydrocortisone  market  is  living  up 
to  expectations,  certainly  in  Crookes' 
estimation. 

But  there  will  be  casualties:  Kevin 
Wilson,  head  of  sales  and  marketing  at 
Crookes  Healthcare  predicts  only  two,  three 
or  at  most  four  brands  will  survive  beyond 
next  year.  That  is  because  he  does  not 
believe  pharmacists  will  stock  more  than 
three  brands  and  so  there  will  not  be 
sufficient  support  to  carry  all  the  products 
launched  this  year,  not  unless  the  market 
grows  substantially  from  the  £6m  forecast  for 
next  year. 

Crookes  base  their  estimate  of  potential 
market  size  on  a  "guesstimate"  that  about  21 
per  cent  of  Britain's  33million  adults  suffer 
from  irritated,  itching  skin,  dermatitis  and 
allergy  rashes.  Therefore,  Simon  Ross, 
Crookes  Healthcare  national  account 
manager  told  Unichem  convention 
delegates  recently,  there  are  some  6.6 
million  potential  users.  He  argued  that  if 
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only  20  per  cent  of  them  bought  the  product 
in  the  first  year  1.3milhon  tubes  would  be 
bought  from  pharmacies.  Research 
indicates  that  on  average  two  OTC  packs  of 
topical  preparations  are  bought  each  year 
which  equates  to  some  2.6  million  packs  or 
£4m  at  rsp.  With  greater  awareness  the 
figure  is  set  to  grow  to  £6m  in  year  two,  Mr 
Rose  said. 

Crookes  reckon  they  have  around  70  per 
cent  distribution  for  Hc45  in  pharmacies  and 
take  around  30  per  cent  of  the  market. 

Mr  Wilson  sees  consumer  advertising  as 
important  because  he  does  not  feel 
pharmacists  have  the  time  to  get  behind  the 
product  to  the  degree  that  is  necessary  to 
achieve  the  required  sales  levels.  Press 
advertising  is  thought  to  be  the  best  medium 
because  it  can  be  more  informative  than 
television,  for  example.  With  television 
advertising  there  is  usually  only  time  to  get 
across  the  brand  name,  whereas  Press 
advertisements  leave  scope  to  give  more 
information  about  the  product,  Mr  Wilson 
says.  There  is  another  £200,000  worth  of 
consumer  Press  advertising  planned  for 
Hc45  in  the  run  up  to  Christmas.  That  is  in 
addition  to  that  spent  on  the  launch. 

But  that's  not  to  say  pharmacist  support  is 
not  important.  For  one  thing,  says  Mr  Wilson 
is  it  will  be  pharmacists  who  will,  to  a  large 
extent,  determine  which  OTC 
hydrocortisone  brands  survive  because  they 
ultimately  decide  which  ones  to  stock. 

Thinned  out 

Care  Laboratories  group  product  manager 
Rob  Elliott  goes  along  with  the  idea  that  a 
number  of  OTC  hydrocortisone  brands  will 
be  thinned  out  and  he  sees  it  happening 
quite  quickly.  He  values  the  market  at 
around  £2m:  "this  is  in  line  with  Care's 
original  estimate  and  reflects  the  control  that 
pharmacists  have  taken  in  limiting  the  use  of 
OTC  hydrocortisone". 

The  company  feels  pharmacists  are 
being  cautious  about  recommending 
hydrocortisone  and  a  considerable  amount 
of  interest  has  been  shown  in  Care 
Laboratories'  video  "A  chance  to  advise" 
which  Mr  Elliott  says  has  been  borrowed  by 
over  2,500  pharmacists. 

More  than  70  per  cent  of  Medicort's  sales 
have  been  from  pharmacist  recom- 
mendation, he  says.  Advertising  for  the 
product  ran  through  to  last  month  in 
women's  Press  and  Care  Laboratories  say 
there  are  plans  to  repeat  it  starting  early  next 
Spring. 

Kerfoot  were  among  those  who  decided 


not  to  advertise  to  consumers  and  launched 
a  genenc  OTC  hydrocortisone  cream  which 
is  claimed  to  have  gained  a  19  per  cent  share 
in  independent  pharmacies  in  May/June. 

The  company  is  continuing  to  offer  its 
product  on  bonus  of  18  tubes  charged  as  12. 

Relatively  late  entrants  Glaxo,  who 
launched  Efcortelan  P  on  lune  29,  say  they 
waited  because  they  "felt  it  imperative  to 
research  fully  the  needs  of  their  pharmacist 
customers,  once  the  full  implications  of  OTC 
hydrocortisone  were  understood". 

Glaxo  too,  took  the  view  that  consumer 
advertising  was  not  for  them  and  the  launch 
bonus  of  14  tubes  for  ten  still  applies. 

International  Laboratories  also  went  for  a 
Summer  launch  in  line  with  their  different 
marketing  stance,  promoting  Wasp-eze 
hydrocortisone  cream  for  "bites,  stings  and 
horrid  things",  through  Press  and  ticket 
wallets. 

In-store  presence 

Timocort  from  Reckitt  &  Colman  was 
probably  the  first  brand  to  be  announced  to 
the  trade,  back  in  January.  Like  others  it 
appeared  in  national  Press  advertising  and 
recently  a  counter  merchandiser  was  made 
available. 

Biorex  Laboratories  director,  Neville 
Reuben,  told  C&D  that  they  are  aiming  at  up 
to  a  15  per  cent  market  share  for  Zenoxone, 
principally  through  Unichem  outlets, 
although  he  thinks  it  could  be  next  April 
before  the  market  really  settles  down. 

Mr  Reuben  said  the  company  aimed 
Zenoxone  squarely  at  pharmacists  thus 
avoiding  huge  advertising  spends  they 
thought  a  small  company  would  need  to 
compete  effectively  with  the  major 
manufacturers.  Their  proposition  to 
pharmacists  is  simply:  "we  sought  to 
encourage  pharmacists  with  exceptional 
POR,"  Mr  Reuben  said. 

Biorex  never  foresaw  a  "boom  market" 
for  OTC  hydrocortisone  and  suspect  that,  if 
anything,  manufacturers  have  been  their 
own  worst  enemies  because  of  heavy  pre- 
selhng  with  attractive  bonuses  and  free 
stock,  which  m  a  lot  of  cases,  has  led  to  many 
pharmacists  being  over  stocked  and  not  re- 
ordering as  quickly  as  might  have  been 
expected. 

Combe  International  were  bold  enough 
to  take  Lanacort  onto  television.  The  product 
was  also  supported  in  national  Press.  All  of 
this  say  Combe  has  "created  tremendous 
consumer  awareness".  Heavyweight 
consumer  advertising  is  planned  for  next 
year. 
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Panpharma  also  made  use  of  television 
advertising  for  Dermacort,  which  together 
with  radio  and  national  Press  advertising 
and  their  "unigue"  0.1  per  cent  formulation, 
brought  it  around  a  26  per  cent  cumulative 
share  of  the  market  from  March  to  August, 
marketing  director  David  Brett  told  C&D. 

Sales  of  all  brands  are  running  at  around 
£100,000  a  month  at  trade  prices,  according 
to  Mr  Brett's  calculations.  That  is  some 
£170,000  a  month  at  rsp  or  just  over  £2m  at 
rsp  in  the  first  year. 

Press  advertising  for  Dermacort 
continues  in  bursts  of  three  to  four  weeks  at  a 
time,  says  the  company. 

Of  those  manufacturers  who  might  have 
been  expected  to  enter  the  OTC 
hydrocortisone  sector,  Ciba  Consumer 
Pharmaceuticals'  senior  brand  manager 
Marcus  Swalwell  told  C&D,  the  company 
had  looked  at  the  market,  and  although  it 
had  a  product  licence,  decided  to 
concentrate  on  Eurax  cream  which  covered 
a  similar  area  and  was  felt  to  have  more 
scope.  Indeed,  Ciba  have  seen  increased 
sales  of  Eurax,  possibly  stimulated  by  the 
interest  in  dermatologicals  stirred  by 
hydrocortisone.  Ciba  say  they  will  continue 
to  promote  their  product  through 
educational  campaigns. 

Janssen  Pharmaceutical,  who  were 
perhaps  well  placed  to  enter  the  OTC 
hydrocortisone  arena,  also  decided  to  leave 
well  alone.  Group  product  manager 
Matthew  Caldwell  Nichols  told  C&D  that  the 
prime  reason  for  this  was  that  their 
experience  m  other  countnes  had  shown  the 
market  would  not  be  as  big  as  previously 
expected  because  of  the  treatment  length 
restriction  and  the  number  of  products 
bemg  launched.  He  estimates  that  up  to  July, 
sales  of  less  than  £200,000  were  shared  by  a 
dozen  brands. 

Janssen  also  felt  they  could  not  offer 
pharmacists  any  therapeutic  beneift  or 
significant  marketing  advantage  by  adding 
their  own  OTC  HC  brand  to  the  list  of  others. 
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Nuffield  makes 
an  impact  on 
curriculum 

The  pharmacy  schools  seem  to  be 
taking  notice  of  the  Nuffield 
recommendations  and  making  their 
courses  more  relevant  to  pharmacy 
practice,  according  to  a  survey  by 
the  Young  Pharmacists  Group. 

But  Mark  Koziol,  YPG  vice-chairman, 
who  carried  out  the  survey,  found  that 
while  all  included  "responding  to 
symptoms"  in  the  syllabus,  only  four  taught 
health  education  as  a  specific  subject.  All 
included  clinical  pharmacy  in  the  core 
curriculum  and  seven  offered  it  as  an 
option.  Ten  had  increased  the  clinical 
content  of  their  courses  over  the  past  three 
years  and  10  gave  students  the  chance  to 
go  on  ward  rounds. 

Ten  held  courses  in  communication 
skills  but  only  one  examined  students  in 
this  subject,  which  had  been  given 
increased  attention  in  five  schools  over  the 
past  three  years.  The  subject  was  taught 


mainly  by  pharmacists  but  in  five  schools 
sociologists  were  involved. 

All  schools  had  practitioner 
pharmacists  coming  in  to  teach  on  a 
regular  basis  and  most  had  teacher 
practitioners  whose  salaries  were  funded 
equally  by  the  school  and  the  practice 
employer.  Most  of  these  joint  appointments 
were  hospital-based.  Only  two  were  based 
in  the  community  —  Dr  John  Purvis  at 
Bradford  (C&D,  May  30,  pl068)  and  Derek 
Balon,  a  West  London  community 
pharmacist  who  is  involved  in 
communications  teaching  at  Chelsea 
Department  of  Pharmacy. 

The  schools  received  between 
500-4,000  applications  each  but  five  still 
selected  students  without  interview. 

Presenting  the  results  on  Monday  at  a 
"Pharmacy  2000"  seminar  sponsored  by 
Janssen  pharmacy  division,  Mr  Koziol  said 
the  education  picture  appeared 
"reasonably  rosy",  with  schools  giving 
more  emphasis  to  subjects  most  relevant  to 
practice,  but  there  was  much  room  for 
further  development.  He  was  unable  to 
disclose  which  schools  were  the  best  or 
worst  because  the  information  had  been 
given  confidentially. 

Commenting  on  the  survey  afterwards, 


Professor  Newcombe,  head  of  Leicester 
Polytechnic  school  of  pharmacy,  said  the 
changes  would  have  happened  without  the 
Nuffield  Report  which  had  merely  given  a 
seal  of  approval  to  the  direction  schools 
had  been  taking  for  a  number  of  years. 

Dr  Richard  Taylor,  College  of 
Pharmacy  Practice  research  fellow  based 
at  Aston,  described  a  pilot  study  in  which 
he  was  evaluating  a  patient  counselling 
area  in  a  community  pharmacy  in 
Sheffield.  He  thought  an  advice  point  near 
the  dispensary  had  advantages  over  a 
counselling  booth  or  room  because  the 
pharmacist  could  still  supervise  the 
pharmacy,  medicines  were  at  hand  for 
sales  resulting  from  the  consultation  and 
there  was  less  chance  of  the  pharmacist 
being  "waylaid"  by  customers  who  just 
wanted  to  sit  and  chat. 

Russell  Greene,  lecturer  at  Chelsea 
Department  of  Pharmacy,  explained  how 
communication  skills  were  taught  at  the 
College.  He  thought  interviewing 
applicants  was  important  because  it 
weeded  out  those  with  poor  English.  In  the 
first  year  students  had  to  give  verbal 
presentations  of  their  experimental  work, 
in  the  second  year  they  used  videos  and 
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continued  from  plOSl 
role  play  and  in  the  third  year  they 
concentrated  on  talking  to  patients  and 
taking  case  histories. 

Speaking  on  the  teaching  of  clinical 
pharmacy,  Dr  John  Harris,  Brighton,  said 
the  subject  was  too  important  to  be  left  to 
the  postgraduate  years.  The  best  place  to 
learn  was  at  the  bedside.  Students  had  to 
leam  to  "think  on  their  feet". 

Reviewing  the  first  14  months  of  his 
joint  appointment  in  community  practice 
and  as  a  lecturer  at  Bradford,  Dr  Purvis 
said  he  had  had  to  readjust  the  balance  of 
time  spent  in  each  from  50:50  to  20  per 
cent  in  practice  and  the  rest  at  the 
university,  because  his  commitments  there 
had  become  much  greater  than  expected. 

Mrs  Barbara  Stewart,  head  of  the 
Pharmaceutical  Society's  education 
division,  said  the  Society  —  together  with 
the  Health  Education  Authority  and  three 
or  four  schools  —  was  about  to  investigate 
how  the  health  education  curriculum 
could  be  developed.  The  ideas  could  then 
be  disseminated  to  other  schools. 


IoW's  earliest 


warning, 


Xrayser's  comments  on  early  warnings 
have  struck  a  sympathetic  cord  with  the 
Isle  of  Wight  LPC,  because  we  too 
considered  the  trivialisation  of  this  system 
earlier  this  year.  We  wrote  to  the  FPC 
administrator  with  the  following  points: 

1 )  Before  the  system  is  "activated",  the  FPC 
must  "OK"  the  item  with  our  designated 
LPC  member. 

2)  We  insist  that  the  system  be  used  only  for 
urgent  matters;  all  other  matters  to  be  by 
letter.  Our  man  will  decide  what  is  urgent. 

3)  The  work  and  expense  of  drug  recalls, 
due  to  faulty  packaging,  etc,  falls  on  the 
FPC  and  on  ourselves,  instead  of  on  the 
manufacturer.  We  would  like  the  FPC  to 
request  the  DHSS  to  press  the  companies 
to  contribute  to  FPC  expenses  on  these 
occasions. 

As  a  result  of  this  letter  the  number  of 
calls  has  been  reduced.  The  FPC  did  write 


to  DHSS,  who  are  no  doubt  "considering 
the  matter". 
Tony  Williams 
Secretary,  IoW  LPC 

Abuse  of  the  Act? 

I  was  both  astonished  and  alarmed  to  read 
of  the  pharmacist  who  made  a  dispensing 
error  and  was  charged  under  the 
Medicines  Act  —  with  the  usual  dire 
consequences. 

This  was  surely  a  professional  matter 
and  there  are  well  established  and 
satisfactory  channels  for  dealing  with  such 
situations  without  recourse  to  the  courts.  It 
seems  improbable  to  me  that  the  Act  was 
intended  to  be  used  in  this  way. 

In  passing,  I  wonder  how  many 
pharmacists  can  claim  to  have  made  not  a 
single  dispensing  error  during  their 
working  life.  It  now  appears  the  possibility 
of  criminality  could  lie  before  us  all. 
John  Hopkins 
Cricklade,  Wilts 
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OUT  AND  ABOUT 


A  Kintburv  Mai 


Janet  Blyth  took  part  in  a  sponsored  "fun 
run"  in  Hungerford  last  Sunday  wearing 
bells  round  her  ankles  and  a  mop  cap  on  her 
head.  She  was  one  of  the  Kintbury  May 
Maids  morris  dancing  side  who  took  34 
minutes  to  complete  the  one  and  a  half  miles 
but,  in  weaving  from  side  to  side  and 
jumping  up  and  down  they  probably 
covered  three  times  as  much  ground  as 
anyone  else  and  expended  what  felt  like  10 
times  more  energy  than  if  they  had  run  the 
distance.  As  a  result  they  collected  £230 
towards  the  Hungerford  Tragedy  Fund. 

The  highlight  of  Janet's  morris  dancing 
career  has  been  a  trip  to  Japan  to  take  part  in 
the  Midosuji  Parade  in  Osaka.  The 
Department  of  Trade  thought  morris 
dancing  was  a  good,  traditional  activity  with 
which  to  promote  Britain  this  year  at  Japan's 
largest  parade,  held  every  Autumn  to  forge 
cultural  and  economic  links  with  other 
nations.  The  Morris  Federation  was  asked  for 
volunteers  and  the  Kintbury  May  Maids  — 
nine  dancers  and  a  musician  playing  the 
melodion  —  were  chosen,  together  with  a 
male  team,  the  Chameleonics  from  Essex. 

The  dancers  flew  out  on  October  8, 
taking  27  hours  to  get  there.  They  danced  for 
two  days,  had  a  day's  sightseeing  then  flew 
back.  Janet  estimates  they  had  about  20 
hours  sleep  in  five  days. 

A  wonderful  experience 

"We  didn't  want  to  waste  any  time  because  it 
was  such  a  wonderful  experience  and 
everything  was  so  different  from  life  in  the 
West,"  she  says.  "Any  free  time  we  had  was 
spent  rushing  round  the  shops  and  sight- 
seeing. A  guide  showed  us  around  and  we 
saw  much  more  of  Japanese  life  than  we  had 
expected.  It  seemed  more  like  a  week's  visit 
than  three  days.  Even  the  flight  was 
marvellous,  going  out  over  the  North  Pole 
where  there  was  a  spectacular  view  of  the 
polar  ice  cap." 

The  parade,  held  on  the  second  day,  was 
seen  by  an  estimated  1.3  million  people  and 
was  networked  on  Japanese  television.  "The 
Japanese  seemed  delighted  to  watch  us  and 
appeared  very  much  more  interested  than 
British  audiences,"  she  continues.  "They 
were  particularly  surprised  to  see  women 
dancers  and  one  Japanese  lady,  noticing  my 
wedding  ring,  was  amazed  my  husband  had 
allowed  me  to  travel  so  far  on  my  own." 

Japan  Airlines  gave  the  dancers  cut- 
price  fares  but  otherwise  they  had  to  pay 
their  own  travelling  expenses  so  the  five 
weeks  before  departure  were  spent 
frantically  raising  money  and  seeking 
sponsorship.  They  managed  to  collect  £500 


"Have  bells,  will  travel"  is  the 
motto  of  Hungerford 
pharmacist  Janet  Blyth  who 
morris  danced  in  Japan  last 
month  as  part  of  Britain's  export 
drive. 


Janet  Blyth  registered  in  1979  after 
studying  at  the  University  of  Bath  and  a 
preregistration  training  at  Odstock 
Hospital,  Salisbury.  After  a  year  at  the 
Royal  Berkshire  Hospital,  Reading,  she 
went  into  community  pharmacy  with  G.K. 
Chemists  in  Newbury,  Berks.  For  the  past 
two  and  a  half  years  she  has  managed 
Bradshaw's in  Newbury. 


and  had  help  from  Becton  Dickinson, 
Cupal,  Eh  Lilly,  Janssen,  Olympus,  Rimmel, 
Unichem  and  Winpharm,  among  others. 
Janssen  also  provided  supplies  of  Sturgeron 
and  Arret,  the  former  coming  in  useful  on 
the  bumpy  return  flight  when  they  felt 
queasy  alter  so  much  excitement  and  lack  of 
sleep.  Although  they  were  advised  to  have 
polio  and  typhoid  vaccinations  before  they 
travelled,  the  standards  of  food  and  hotels 
were  so  high  that  the  Arret  remained 
untouched. 

A  year  ago  Janet  had  no  idea  she  would 
discover  such  an  interesting  hobby.  She 
only  started  morris  dancing  last  February, 
with  the  aim  of  keeping  fit.  She  mastered  the 
techniques  in  three  months  and  danced  in 
public  for  the  first  time  last  May. 

"There's  much  more  to  it  than  appears  at 
first  sight",  she  explains.  Although  there  are 
only  two  basic  steps  and  all  the  dancers  use 
similar  figures  or  formations,  the  figures  are 
in  a  different  order  in  each  dance,  which  is 
confusing  for  the  beginner  and  potentially 
embarassing  because  it  is  painfully  obvious 
if  one  person  is  not  doing  the  same  as  the 
rest. 

Variety  acts? 

The  15  or  so  Kintbury  May  Maids  meet  each 
week  in  the  village  hall  and  give  about  12 
public  performances  a  year,  mostly  in  the 
summer  outside  pubs  and  at  fetes  and  other 
functions.  Their  ages  range  from  14  to  60 
and  they  have  a  wide  variety  of  occupations 
-  from  a  retired  ballet  dancer  to  a 
maintenance  engineer.  They  collect  for  club 
funds  and  for  charities. 

The  British  Overseas  Trade  Board  has 
included  the  name  of  the  side  in  lists 
circulated  to  90  diplomatic  posts,  so  there  is 
a  chance  they  could  be  asked  to  perform 
abroad  again.  They  hope  to  participate  m  an 
American  exchange  next  year  and  will 
shortly  be  seeking  sponsors. 

Morris  dancing  styles  and  costumes  vary 
according  to  the  area  and  local  traditions.  In 
the  North-West  the  dancers  wear  clogs.  In 
Kintbury  they  wear  nine  bells  on  each  ankle 
—  "My  husband  complains  I  sound  like  a 
cow  when  I'm  walking  round  the  house"  — 
and  rag  jackets  on  which  are  sewn  hundreds 
of  small  cloth  squares.  Janet  spent  eight 
hours  sewing  300  squares  on  her  own  jacket. 

She  was  extremely  nervous  initially  at 
the  thought  of  dancing  m  public,  but  she  has 
learnt  to  ignore  the  occasional  ribald 
comment  and  the  standard  joke,  "Who's 
Morris?"  The  main  benefits  are  that  it's 
"good  company,  good  fun  and  you  get  to 
travel",  she  says. 


Chemist  &  Druggist  21  November  1987 


1053 


C&D  INTERVIEW 


ing  the  numbers 
ame  at  the  NPA 


The  prime  task  of  any  finance  and  administration  officer  is  to 
make  sure  that  there  are  financial  reserves  to  meet  group 
activity.  In  his  seven  years  in  office  the  National 
Pharmaceutical  Association  man,  Brian  Dosser,  has  done  just 
that  —  increasing  reserves  by  a  factor  of  six  —  while 
computerising  and  introducing  management  accounting  as 
well.  But  for  the  man  who  nearly  ended  up  as  a  fruit  machine 
mogul  working  for  Engelbert  Humperdink,  the  thing  that  is 
most  dear  to  his  heart  is  giving  personal  financial  and  business 
advice  to  the  pharmacist  he  believes  gives  the  public  the  best 
personal  healthcare  advice  —  the  independent. 


When  C&D  interviewed  Brian  Dosser  the 
fates  had  not  been  very  kind  to  the 
accountant  trying  to  balance  the  books  for 
the  Board  meeting  of  the  year,  when 
members  annual  the  subscriptions  are 
fixed,  along  with  the  departmental 
budgets  and  staffing  levels.  The  second 
"Wall  Street  Crash"  had  just  put  a  dent  in 
those  £30m  reserves,  and  then  the  NPA's 
insurance  company,  the  Pharmacy 
Mutual,  had  been  visited  by  two  of  God's 
more  spectacular  "acts"  —  first,  —  a 
hurricane  to  restructure  pharmacies  and 
dwellings  in  the  south  east  of  England, 
followed  by  severe  floods  to  parts  of  Wales 
and  Northern  Ireland.  In  the  event,  the 
NPA  element  of  the  subscription  was 
unaffected  and  the  12.5  per  cent  (£25)  rise 
was  all  allocated  to  the  increased  cost  of 
providing  professional  indemnity  cover. 

Mr  Dosser's  not  inconsiderable  domain 
covers  the  NPA  Group  finances  and  its 
independent  "companies":  the  Pharmacy 
Mutual  Insurance  Company  Ltd,  which 
provides  household  and  business 
insurance  for  members  along  with  advice 
and  brokerage  services;  the 
Pharmaceutical  and  General  Provident 
Society,  which  offers  sickness  and 
retirement  benefits,  and  the  Chemist's 
Defence  Association,  which  gives 
professional  indemnity  cover.  Each 
element  is  run  independently  and  funds 
and  reserves  are  guite  separate,  but  as 
membership  of  the  CDA  and  NPA  go 
together,  the  "NPA  fee"  comprises 
elements  to  cover  the  costs  of  both 
organisations  (the  CDA  costs  are  more 
than  half  the  total),  together  with  the  £50 
advertising  campaign  levy  and  a 
subscription  to  the  Proprietary  Articles 
Trade  Association  (now  £7). 

Escalating  insurance  market  costs 


continue  to  plague  the  CDA.  Last  year 
because  of  international  disasters  such  as 
Bupal,  the  reinsurance  market  was  very 
difficult  and  expensive.  However,  the  CDA 
meets  the  majority  of  claims  from  its  own 
resources  and  Mr  Dosser  says  the  fee 
represents  excellent  value  with  its  £3m 
professional  indemnity,  when  compared 
with  that  facing  professionals  in  other 
disciplines. 

When  Brian  Dosser  arrived  at  the  NPA 
there  was  no  management  accounting 
system;  now  there  is.  This  means  that 
departmental  heads  are  given  annual 
budgets  with  expected  income  and 
expenditure  mapped  out  and  subject  to 
guarterly  reviews.  The  Board  can  now 
analyse  the  running  costs  of  each 
department  and  determine  whether  they 
should  be  trimmed  or  get  more  funding. 
"Some  departments  are  profit  making, 
others  are  lossmaking.  The  Board  takes  the 
decision,"  Mr  Dosser  says. 

Containing  costs 

For  instance,  this  year  the  Board  decided 
to  contain  NPA  running  costs  overall,  so 
individual  departments  will  have  to  bring 
in  further  operating  economies  and  staff 
recruitment  will  be  restricted  except  in 
"Information"  (C&D,  October  31,  p860). 
However,  Mr  Dosser  says  the  flexibility  to 
switch  funds  around  throughout  the  year  is 
key  to  the  organisation. 

This  process  has  been  made  easier  by 
the  computerisation  of  NPA  systems  that 
Mr  Dosser  was  brought  in  to  mastermind 
—  the  Association  now  has  two  stand-alone 
systems  worth  some  £250,000. 
"Membership"  first  went  on  stream, 
followed  by  the  PMI,  accounts  and 
nominal  ledgers,  Interfirm  Comparisons, 
and  Business  Aids.  Mr  Dosser  helped  the 


HOUM 


appropriate  departmental  heads  to  define 
the  systems  reguired  and  instructed 
software  experts  precisely  what  had  to  be 
written  into  them,  before  debugging  the 
program,  training  staff  and  bringing  the 
systems  on-line. 

The  NPA  element  of  the  subscription  is 
subsidised  by  around  £15  a  year  by  NPA 
services  with  operating  profits  and  by  the 
lease  rental  of  the  old  Southgate  HQ.  For 
instance  the  Clearing  House  system 
generates  interest  profits  but  not  as  much 
as  Mr  Dosser  would  like.  This  "profit" 
subsidises  members'  subscriptions  with 
around  70  per  cent  going  back  to 
members  and  30  per  cent  going  to  NPA 
costs. 

Members  using  the  Clearing  House 
send  in  lists  of  creditors  and  their  chegue 
by  the  12th  of  a  month  with  the  NPA 
settling  by  the  21st  after  placing  the  cash 
for  a  week  in  short  term  investments.  Some 
suppliers  now  get  the  benefit  of  members 
cash  a  week  early  for  settlement  discounts, 
something  the  NPA  would  like  to  avoid,  but 
cannot  do  so  without  upsetting  the  whole 
system. 

Coupex  is  another  profit  making 
department  but  here  the  mam 
beneficiaries  are  the  participating 
members.  While  Business  Aids,  for 
example,  ploughs  back  its  "profits"  into  the 
department  to  pay  staff  and  operating  costs 
while  passing  on  to  members  the  bulk  of 
the  discount  negotiated  with  suppliers. 

Central  staff  overheads  are  the  highest 
expenditure  item  in  the  accounts 
reflecting  the  level  of  legal  and  financial 
advice  on-tap  daily,  closely  followed  by 
the  Information  and  Training 
Departments.  Mr  Dosser  says  the  NPA  is 
keen  to  attract  sponsorship  to  expand  its 
services  and  are  always  looking  for  outside 
money.  The  Training  Department  would  be 
a  likely  beneficiary,  says  Mr  Dosser,  but  he 
recognises  that  company  promotional  and 
advertising  budgets  are  limited. 

His  greatest  fear  is  that  the  number  of 
independents  reguiring  NPA  services 
might  dimmish  if  the  current  spate  of 
takeovers  continues.  While  this  is  not  a 
problem  at  the  moment  —  200  new 
members  joined  in  September  as  the  last  of 
the  new  contract  boom  —  Mr  Dosser  says 
that  any  reduction  in  membership  would 
eventually  be  matched  by  a  balancing  of 
services  on  offer.  "The  NPA  financial  and 
services  system  is  self-regulatmg,  based 
on  need  and  supply". 
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Brian  Dosser,  finance 
and  administration 
officer  at  the  NPA 


Mr  Dosser  has  instituted  a  far  more 
aggressive  investment  policy  for  the  NPA 
group.  The  bulk  of  the  investment  portfolio 
is  looked  after  by  investment  managers  at 
the  National  Westminster  —  what  he 
describes  as  "the  middle-of-the-road  stuff". 
And,  if  they  fail  to  perform?  "They  don't 
get  any  more.  They're  out!" 

Around  half-a-hour  a  day  is  spent  on 
the  'phone  with  brokers,  gleaning  the 
advice  necessary  to  manage  "the  cream 
around  the  edges".  Mr  Dosser  admits  to 
dabbling  in  stocks  and  shares  on  his  own 
behalf  and  says  that  putting  his  own  money 
where  his  mouth  is,  as  it  were,  sharpens  his 
performance  for  the  NPA. 

Mr  Dosser  also  ensured  that  he 
reversed  previous  Board  policy  of  not 
making  a  profit  so  as  to  avoid  paying  tax. 
"If  you  don't  make  a  profit  you  can't  add  to 
reserves." 

As  for  the  NPA  advertising  campaign 
still  operating  on  the  subscription  set  five 
years  ago  at  £50,  Mr  Dosser  believes  it  is 
doing  its  job,  judged  by  results,  though 
some  of  the  advertisements  are  not  to  his 
personal  taste;  that  dripping  nose,  for 
example!  And  despite  the  campaign 
switching  to  the  more  expensive  television 
medium,  Mr  Dosser  is  pleased  that  the  cost 
has  been  contained.  "The  original  'deal' 
was  that,  as  the  campaign  gathered 
momentum,  less  weight  might  be  needed 
enabling  costs  to  be  held,  at  least." 

And,  as  one  who  has  worked  for  some 
major  companies,  Mr  Dosser  most 


definitely  believes  in  the  "small  is 
beautiful"  concept,  both  for  the  NPA,  as 
his  employer,  and  for  the  independent 
pharmacist,  as  a  service  orientated 
retailer.  "The  independent  has  his  business 
at  his  fingertips.  Motivation  and  job 


satisfaction  for  a  manager  must  be  far  less. 

"The  public  like  service  and  individual 
attention  and  are  more  likely  to  get  in  in  an 
independent,"  Mr  Dosser  says.  And  for  an 
accountant,  that's  pretty  near  the 
pharmaceutical  truth! 


Fruit  machines,  not  cricket . 


Before  he  came  to  the  NPA  in  Spring,  1981 
Brian  Dosser  had,  he  says,  been  into  ladies 
clothing  and  fruit  machines' after  qualifying 
in  1961  as  one  of  the,  then,  youngest 
accountants  in  the  land. 

Romsey  born,  Mr  Dosser  went  to  school 
in  Winchester,  leaving  with  the  necessary 
"O'  levels  to  take  up  accountancy  articles 
with  a  Southampton  firm.  Five  years  on,  he 
joined  Price  Waterhouse  in  London  as  an 
audit  senior,  and  lived  out  of  a  suitcase  for 
five  or  six  years,  spending  the  last  two  in 
Northern  Ireland  where  he  met  his  wife, 
Sylvia,  in  Enniskillen.  Mr  Dosser  reckons 
that  any  PW  staff  sent  to  the  Province  came 
home  with  a  wife. 

Mr  Dosser  brought  his  wife  back  to  the 
mainland  and  Woking  where  he  joined 
Courtaulds  spending  a  year  in  head  office 
then  six  years  in  a  Bedford  company  as 
secretary  of  an  operating  subsidiary.  He  left 
to  sort  out  the  books  and  legal  affairs  of  a 
conglomeration  of  fruit  machine  operators, 
so  they  could  be  provided  with  a  clean  audit 
certificate  and  then  taken  over  by  a  public 


company.  Somehow,  the  chosen  firm  didn't 
close  the  deal  and  MMM  Group  (managing 
agency  for  Tom  Jones  and  Engelbert 
Humperdink)  stepped  in.  Mr  Dosser  left 
leaving  a  senior  management  opportunity 
behind  him. 

After  two  years  with  a  film,  graphics  and 
advertising  group,  he  went  back  into  ladies' 
clothing,  this  time  as  chief  accountant  and 
retail  finance  director  for  Alexon  pic.  He 
stayed  for  seven  years  before  joining  the 
NPA. 

At  first  sight  the  archetypal  accountant, 
Mr  Dosser  confesses  to  being  heavily  into 
sailboarding  and  golf.  Usually  a  Winter  wet 
suit  man,  and  with  a  handicap  of  13,  his  first 
love  was  cricket:  he  turned  down  an 
opportunity  to  play  for  Hampshire.  Football 
and  athletics  then  came  a  close  second  but 
now  his  two  children  absorb  the  rest  of  his 
free  time. 

So  any  Association  members  wanting  a 
little  sports  advice,  in  addition  to 
some  financial  nuggets,  know  where  to 
turn  .  .  . 
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BUSINESS  NEWS! 


Wellcome  s  pre-tax 
profits  up  by  35pc 


Wellcome's  turnover  for  the  year 
increased  by  13  per  cent  helped  by 
increased  sales  of  Zovirax  and  profit 
from  Coopers  Animal  Health  Group. 
Pre-tax  profits  were  up  35  per  cent. 

Group  turnover  for  the  financial  year 
to  August  29  was  £1, 132.4m  compared 
with  £1,005. 4m  in  1986.  Pre-tax  profits  rose 
to  £169. lm  (£125. 3m  last  year). 

North  America  —  particularly  the  USA 
—  continues  to  be  the  largest  contributor 
to  Wellcome's  turnover  with  sales  this  year 
worth  £475m  (42  per  cent  of  total 
turnover).  Research  and  development 
expenditure  rose  to  £142. 4m  in  the  year  to 
August  29. 

Sales  of  Zovirax  rose  by  £55m  to  £160m 
this  year.  The  drug  is  expected  to  continue 
to  do  well  as  its  indications  and  use  widen. 
In  contrast,  Wellcome's  AIDS  drug, 
Retrovir,  which  recorded  sales  of  £16m  this 
financial  year,  has  yet  to  show  a  profit.  At  a 
Press  conference  at  Wellcome's  offices  in 
London  last  week  group  chairman  Alfred 
Shepperd  refused  to  be  drawn  on  what 
likely  future  sales  of  the  drug  would  be, 
except  to  say  that  he  was  confident  that  the 
company  had  sufficient  stocks  to  meet 
demand.  Trials  have  begun  into  its  use  in 
HIV  positive  children,  its  use  in 
combination  with  Zovirax,  with  interferon. 

As  for  drugs  further  back  in  the  R&D 
pipeline  Wellcome  say  that  work  on  their 
new  antihistamine,  Semprex  (acrivastine), 
has  now  reached  the  stage  where 
marketing  authorisations  will  soon  be 
applied  for  in  a  number  of  countries. 
Clinical  trials  on  new  neuromuscular 


obvious?  

Lord  Lucas  of  Chil worth,  a  former 
Junior  Minister  at  the  Department  of 
Trade  is  attempting  to  ensure  that 
pharmaceutical  companies  do  not 
have  to  wait  an'&i  the  Copyright, 
Designs  and  Patents  Bill,  which 
repeals  the  licences  of  right, 
becomes  law  before  they  are  able  to 
benefit  from  it. 

When  the  Bill  received  its  second 
reading  in  the  House  of  Lords  last  week, 
he  suggested  that  the  operative  date  for 
Clause  266,  the  relevant  section,  should 
be  October,  1987  —  the  date  the  Bill  was 


blocking  agents,  which  will  complement 
Tracrium,  are  now  being  extended.  The 
company  says  its  anticonvulsant 
lamotrigine  continues  to  show  promise  for 
use  in  epilepsy.  It  is  now  in  full  scale 
clinical  trials  throughout  the  world. 

Clinical  trials  are  also  proceeding  in 
the  USA  and  Europe  with  Wellcome's 
tissue  plasminogen  activator  (TPA).  The 
company  expects  to  apply  for  licences  in 
the  next  12  to  18  months  in  the  UK  and 
USA. 

Restructuring  and  investment  in  the 
UK  and  overseas  has  put  the  Coopers 
Animal  Health  Group  of  companies, 
owned  jointly  with  ICI,  into  profit  for  the 
first  time  since  its  inception  three  years 
ago.  Turnover  was  £192m  compared  with 
£180m  in  1986.  Profit  before  tax  was  £5. 3m 
compared  to  a  loss  of  £9. 7m  in  1986. 

□  The  Wellcome  Foundation  has  been 
granted  leave  to  appeal  to  the  House  of 
Lords  in  its  legal  fight  to  curb  trade  mark 
abuse  of  Septrin. 

In  February,  Wellcome,  whose 
turnover  for  Septrin  is  over  £9. 5m  a  year, 
won  a  declaration  from  a  High  Court 
judge  that  trade  mark  infringement  was  a 
relevant  matter  for  the  DHSS  to  consider 
when  granting  product  licences  for 
parallel  imports  of  drugs  and  medicines. 

But  in  lune,  three  appeal  judges 
allowed  a  DHSS  appeal  and  ruled  that 
trade  mark  infringement  was  not  to  be 
taken  into  account.  Last  week,  a 
committee  of  three  Law  Lords  granted 
Wellcome  leave  to  appeal  against  that 
decision. 


introduced.  Lord  Lucas  said:  "To  allow  the 
effective  date  to  drift  even  further  — 
possibly  even  as  far  as  the  autumn  of  1988 
—  would  be  unjustifiable  since  the 
mischief  the  repeal  seeks  to  remedy  is 
continuing  day  by  day." 

Lord  Peston  (Lab),  a  member  of  the 
Pharmaceutical  Society's  Council, 
winding  up  the  debate  from  the 
Opposition  front  bench,  made  it  clear  that 
the  cost  of  the  change  to  the  NHS  will  be  a 
major  issue  during  the  committee  stage. 
"If  the  cost  is  of  the  order  of  £250m  and  it  is 
not  demonstrated  that  there  is  no  research 
lost,  then,  rather  pragmatically,  I  would 
not  be  in  favour  of  abolition,"  he  said. 

Lord  Beaverbrook,  a  Government 
spokesman,  estimated  that  the  cost  would 
be  between  £5  million  and  £8  million 
spread  over  the  next  10  years. 


Boots'  interim 
profits  up  23pc 

An  increase  in  both  the  number  of 
prescriptions  dispensed  at  Boots  the 
Chemists,  and  home  sales  of 
pharmaceutical  and  consumer 
products  in  the  Industrial  Division, 
have  contributed  to  Boots  23.2  per 
cent  increase  in  interim  pre-tax 
profits  to£120.1m. 

Boots  turnover  was  £1.3  billion,  an 
increase  of  22.8  per  cent  with  an  interim 
dividend  of  3.1p  per  share. 

In  the  Retail  Division  profits  dropped 
by  £3m  to  £46. 2m  resulting  from  overseas 
losses  of  £4. 3m  (incorporating  three 
months  extra  results  to  bring  reporting  on 
a  co-terminus  basis)  and  net  costs  of 
opening  the  Children's  World  chain. 

The  last  four  years  of  reduction  in  the 
share  of  NHS  scripts  is  blamed  on  the 
increase  in  the  number  of  pharmacies,  but 
say  the  new  contract  will  halt  this  growth, 
and  claim  a  200,000  rise  in  scripts. 

The  company  is1  committed  to 
introducing  EPoS,  and  its  new  system  of 
direct  product  profitability  has  resulted  in 
the  discontinuing  of  some  lines  and  re- 
allocating the  space. 

In  Britain,  sales  of  pharmaceutical  and 
consumer  products  rose  by  9.9  per  cent, 
including  an  increase  in  prescription 
products,  particularly  Brufen  and 
Prothiaden.  Crookes  Nurofen  showed  a  27 
per  cent  increase  and  Hc45,  launched  in 
April,  has  gained  a  28  per  cent  share  of 
the  market,  they  say. 

AAH  first-half 
sales  at  £355m 

AAH's  £355.8m  pharmaceutical 
sales,  up  17.5  per  cent  on  last  year 
and  boosted  by  acquisitions,  added 
to  interim  pre-tax  profits  of 
£10. 154m,  21  per  cent  up  on  the  six 
months  ending  September  30. 

It  has  been  a  year  of  growth  for  AAH's 
Pharmaceutical  Division  and,  while 
Ayrton  Saunders  and  R.J.  Dawe 
(Chemists)  Ltd,  (bought  in  April)  are 
included,  their  full  effect  will  be  seen  next 
year,  says  pharmaceutical  director  Bill 
Revell.  He  notes  that  Ayrton  Saunders  are 
in  the  "black"  again. 

Both  the  retail  pharmacy  franchise 
programme  based  on  the  Dawe  business, 
and  AAH  Meditel,  have  been  well 
received,  he  says.  And  wholesaling 
growth  will  be  organic,  he  predicts. 
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Condoms  inflate 
LIG's  profits 

A  15  per  cent  increase  in  sales  saw 
London  International  Group's 
interim  pre-tax  profits  rise  23  per 
cent  to  £15m  for  the  six  months 
ending  September  30. 

Demand  for  condoms,  which  started  to 
increase  at  the  end  of  last  year  as  a  result  of 
AIDS,  contributed  to  increased  sales  in  the 
Health  and  Personal  Products  Division 
which  saw  the  largest  rise  in  profits:  up 
from  £6. 3m  to  £8. 6m.  And  this  does  not 
include  profits  from  the  Hatu-Ico  group, 
the  Italian  producer  of  condoms  taken  over 
in  September  {C&D,  September  26,  p650). 
While  sales  of  condoms  involves  5  per  cent 
of  LIG's  turnover  in  this  country,  higher 
margins  elsewhere  means  an  even  larger 
contribution  on  a  worldwide  scale. 

The  Group's  core  photographic  and 
electrical  businesses  which  make  up  the 
Home  Products  and  Services  Divisions 
reported  operating  profits  up  to  £7.8m. 


Trade  and  Industry  Secretary  and  new  grandfather  Lord  Young  receives  a  gift  of  disposable 
nappies  during  his  tour  of  the  Blue  Ridge  Care  factory  in  Consett,  co  Durham,  last  Friday. 
With  him  are  David  Langston,  Blue  Ridge's  chairman,  and  lab  technician  Lesley 
Armstrong.  Lord  Young  was  officially  opening  the  company's  new  78,000  sq  ft  factory, 
which  employs  180  people.  While  the  company's  primary  marketing  thrust  is  into  own  label, 
its  Tendercare  and  Ultra  Tendercare  brand's  are  particularly  strong  in  the  North 


■  The  TIL  Group,  now  renamed  the 
Cortecs  Group  Ltd,  recently  merged  the 
marketing  division  of  Thames  Laboratories 
with  that  of  Consolidated  Chemicals.  They 
bought  the  distribution  rights  from  Bioglan 
(Australia  Ltd)  for  Bioglan  and  Broncostat 
from  Australian  company,  Auspharm; 
those  two  products  have  no  connection 
whatsoever  with  products  marketed  in  this 
country.  TIL  have  confirmed  this  and  say 
they  will  be  marketing  the  tableted  range 


Bioglan  (Australia  Ltd)  under  a  different 
name,  not  yet  decided,  in  this  country. 
Bioglan  is  the  registered  trademark  of 
Bioglan  Laboratories  Ltd,  based  at 
Hitchin,  Hertfordshire,  and  they  have 
advised  Cortecs  of  the  possible  conflict  if 
distribution  of  the  Australian  named 
products  were  to  be  made  by  the  Wrexham 
Chancellor  Group,  suggested  in  the 
Chemist  &  Druggist  article,  dated  October 
24,  p848. 


LET  OUR  LABELS 
PROTECT  YOUR  LABELS. 


hen  your  customers  want  to  judge  the  quality  of  the 
merchandise  you're  selling  them  they'll  invariably  look 
at  the  label. 

When  you  need  to  replace  your  shop  windows  -  you 
should  do  the  same. 

And  when  you  choose  the  Shopshield  label,  you  can 
be  sure  you're  buying  the  best  laminated  security  glass 
available  today. 

For  the  economical  secure  protection  of  your  labels  - 
look  no  further  than  ours. 

BE  SURE  WITH  SHOPSHIELD 


MORGANS- 
POMADE 
alive  and  very  well 


FURTHER  INFORMATION  FROM  IMPACTEX  SAFETY  GLASS.  KNOWSTHORPE  G  ATI 
CROSS  GREEN  INDUSTRIAL  ESTATE,  LEEDS  LSH  (INS.  TEL:  (1)5:12)  4!I7M  I 


HT^he  Company,  our  famous  Pomade,  and 
A  all  our  other  products  are  doing  very 
well,  thank-you. 

Of  course  you  know  this.  But  because  of 
a  development  of  their  own  label  policy  one 
of  the  multiples  is  no  longer  stocking  our 
products,  which  has  given  retail  customers 
the  idea  that  they  are  no  longer  available. 

As  one  door  closes  another  opens.  We 
hope  this  will  mean  more  sales  for  all 
independent  chemists.  For  our  mutual 
benefit  do  spread  the  word  around,  not  only 
by  stocking  our  products  but  also  by  letting 
your  customers  see  for  themselves  that 
Morgan's  preparations  have  a  unique 
position  in  the  market  place  of  today. 

Product  brochure,  price  lists,  point-of- 
sale  on  request. 

MORGAN'S  POMADE  CO  LTD 
Colewood  Road  Industrial  Estate 
Swalecliffe,  Whitstable,  Kent 


Tel:  0227  792761 


U  J 
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COMING  EVENTS^^ 


W:::-:yr::  Share 
of  profits 

Share  Drug  Stores  reported  annual 
results  this  week:  an  increase  of  23 
per  cent  on  1986  taking  pre-tax 
pr<  Ktsfn  m  £  1.791m  to£2.205m. 

It  has  been  a  year  of  expansion  for 
Share,  who  saw  40  stores  open  in  the  52 
weeks  ending  August  29.  The  16  bought 
from  Billingstons  in  June  {C&D,  June  13, 
pi  199)  did  not  contribute  to  this  year's 
results.  Share's  finance  director  Paul 
Brearley  told  C&D  that  the  record  profits 
and  41  per  cent  increase  in  turnover  to 
£50.  lm  could  partly  be  attributed  to 
increased  opportunities  for  drug  stores  on 
the  High  Street,  particularly  as 
supermarkets  move  out  of  town.  Not  all 
increased  business  has  been  taken  from 
independent  chemists,  he  notes. 

Of  the  £4. 4m  invested  in  this  financial 
year,  £3. 8m  was  spent  on  acquisition, 
relocation  and  retail  improvement, 
bringing  the  chain  up  to  135  stores,  85  of 
which  are  less  than  two  years  old  and  so 
"immature"  in  profit  terms,  says  the 
company.  The  year  also  saw  a  35,000  sq  ft 
expansion  of  Share's  Nursling  warehouse, 
in  Southampton,  giving  them  the  capacity, 
they  claim,  to  serve  200  stores. 

The  company  now  plans  another  30 
store  openings  before  next  August, 
chiefly,  they  hope,  via  purchase  of 
individual  sites.  And  they  hope  to  increase 
their  warehousing  facilities  in  the  North. 

A  final  dividend  of  1.9  pence  per  share 
(up  0.4  pence)  will  be  paid  to  shareholders 
on  January  22, 1988. 


Retail  sales 


still  rising 


Consumer  demand  is  set  to  expand 
for  the  rest  of  the  decade  according 
to  Retail  Business'  latest  economic 
review.  However,  the  rate  of 
expansion  is  not  expected  to  be  as 
high  as  of  late. 

Consumer  spending  grew  rapidly  in 
1986  —  almost  6  per  cent  up  on  1985, 
according  to  the  latest  official  figures.  At 
the  end  of  1986  and  early  this  year  real 
spending  was  fairly  flat  but  provisional 
figures  for  the  second  quarter  show  a 
growth  of  1 .75  per  cent  over  the  first 
quarter,  savs  Retail  Business. 

Const.  :>er  spending  is  expected  to 
grow  by  an  average  of  3.4  per  cent  in  the 
period  1986-90  compared  with  3.3  per 
cent  from  1981-86.  Real  incomes  are 


NPA  training. 

A  one  day  conference  for  training 
officers  of  multiple  pharmacies  has 
been  organised  by  the  National 
Pharmaceutical  Association. 

The  event  is  being  sponsored  by 
Janssen's  pharmacy  division,  and  will  be 
held  at  the  company's  offices  at  Grove, 
Wantage  on  December  18.  Speakers  will 
include  Alison  Morley  (School  of 
Pharmacy,  Aston  University),  David 
Mitchell  (Janssen)  and  Ailsa  Benson  (NPA 
training  officer).  Applications  to  Mrs 
Benson  at  the  NPA. 


...and  assistance 

The  Spring  programme  for  the  NPA's 
courses  for  counter  assistants  has  been 
confirmed.  Dates,  subjects  and  locations 
are: 

January  20    Portsmouth         Success  in  selling 
January  21     Bournemouth     Success  in  selling 
February  9    Central  London  Advanced  selling 
techniques 

February  10  Central  London  Basic  principles  of 

merchandising 
February  11  Central  London  Babycare 
February  16  Swindon 
February  17  Swindon 


February  18  Hull 
February  23  Manchester 
February  24  Manchester 

February  25  Manchester 


March  8 
March  9 


Cheltenham 
Swansea 


Profit  through  people 
Basic  principles  of 
management 
Success  in  selling 
Success  in  selling 
Basic  principles  of 
merchandising 
Advanced  selling 
techniques 
Success  in  retailing 
Success  in  retailing 


March  15      Central  London  Surgical  hosiery 

March  16      Central  London  Truss  fitting 

March  17      Central  London  Stoma  care 

April  12        Leicester  Success  in  selling 

April  13        Shrewsbury  Success  in  retailing 

Each  course  costs  around  £10.  Further 
details  from  the  NPA. 


At  home... 

The  Barnet  Branch  of  the 
Pharmaceutical  Society  is 
organising  a  multi-disciplinary 
meeting  with  forum  discussion  on 
the  "Administration  of  medicines  in 
residential  homes". 

It  takes  place  on  Tuesday  December  1 
at  the  post-graduate  medical  centre, 
Edgware  General  Hospital.  A  cheese  and 
wine  supper  will  be  served  at  7.30pm. 
Details  are  available  from  Michael 
Beaman,  District  Pharmaceutical  Officer, 
Edgware  General  Hospital,  HA8  0AD. 
Closing  date  November  26. 

...and  abroad 

The  1988  Numark  Study  tour  is  to 
run  from  September  17-October  2  on 
the  East  Coast  of  America. 

Visits  will  also  be  made  to  New  York, 
Miami  and  Orlando  with  a  three  -day 
cruise  to  the  Bahamas.  Further  details  are 
available  from  Val  Pirie,  16  Dalkeith 
Court,  Vincent  Street,  London  SW1P 
4HH. 


Tuesday,  November  24 
The  Royal  Society.  6pm,  The  Royal  Society  ,  6 
Carlton  House  Terrace,  London  SW1Y  SAG .  Public 
lecture  on  AIDS  by  Professor  R.  A.  Weiss,  director  of 
the  Institute  of  Cancer  Research,  Royal  Cancer 
Hospital.  Details  on  01-839  5561  ext  278. 

Wednesday,  November 25 

Barking  and  Havering  Branch,  Pharmaceutical 

Society,  7.30pm,  Academic  Centre,  Oldchurch 

Hospital,  Romford.  "The  treatment  of  respiratory 

disease",  Dr  Apps,  consultant  at  Harold  Wood 

Hospital. 

Thursday,  November 26 
College  of  Pharmacy  Practice.  West  Midlands 
Study  Group.  6pm,  the  Department  of 
Pharmaceutical  Sciences,  Aston  University. 
"Transdermal  delivery  systems"  by  S.  McKewan. 
Details  from  Alison  Morley,  021-359  3611  ext  4199. 
Dundee  &  Eastern  Scottish  Branch. 


Pharmaceutical  Society.  8pm,  at  Ballmard  House 
Hotel,  Broughty  Ferry,  Dundee.  Mrs  Silvie  Taylor  on 
"The  art  of  communication". 
Sunday,  November 29 
Essex  Local  Pharmaceutical  Committee 
Conference.  County  Hotel,  Chelmsford,  10am  to 
4pm.  Speakers  include  Minister  for  Health  Tony 
Newton,  PSNC  vice-chairman  and  PSGB  Council 
member  David  Coleman,  and  Macarthys  group 
distribution  director  John  Baseley.  Tickets,  £5  Essex 
contractors  or  employees,  others  £10  (includes  lunch 
with  wine)  from  Miall  James  (tel  0702  559901). 

Advance  information 

Medico-Pharmaceutical  Forum,  symposium  on  "The 
relationship  between  GPs  and  pharmaceutical 
company  representatives",  December  2,  Royal 
College  of  General  Practitioners,  London  SW7, 
1.30-5. 10pm,  £10  including  refreshments. 
Applications  by  November  26.  Details:  Mrs  J.  Wase- 
Bailey,  executive  Secretary,  tel:  01-491  8610. 


predicted  to  grow  by  an  average  of  3.2  per 
cent  in  the  period  1986-90  (2.9  per  cent 
1981-86).  Retail  Business  Market  Report 
for  November  No.  357  "Economic  Review 
—  prospects  for  consumer  spending". 

"Factfile:  Budgeting  for  Success"  is  a 

new  leaflet  designed  to  help  retailers 
calculate  the  returns  of  a  shop  refit.  It  is 
published  by  the  Retail  Design  Centre,  90 
Great  Portland  Street,  London  WIN  5PB. 


Britain's  retailers  expect  sales  this  month 
to  continue  above  last  year's  levels,  said 
Mr  Nigel  Whittaker,  chairman  of  the 
Confederation  of  British  Industry's 
Distributive  Trades  Survey  Panel. 

The  Survey  shows  that  59  per  cent  of 
the  292  retailers  questioned  thought  their 
sales  this  November  would  be  higher  than 
in  November  last  year  and  only  9  per  cent 
thought  sales  would  be  lower. 
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CHEMIST  &  DRUGGIST! 


CLASSIFIE 


Post  to  Classified  Advertisements,  Chemist  &  Druggist 
Benn  Publications,  Sovereign  Way,  Tonbridge,  Kent  TN9  1RW 
Telephone  Tonbndge  (0732)  364422.  Telex  95132. 
Ring  Jim  Page  Ext  216  for  further  information 
Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate  headings. 
Copy  date  4pm  Tuesday  prior  to  publication  date. 


Cancellation  deadline  5pm  Monday  prior  to  publication  date. 
Display /Semi  Display  £14.70  per  single  column  centimetre, 
min  30mm  Column  width  42mm. 

Whole  Page  £1470.00  (250mm  x  180mm)  Half  Page  £735.00 
(125mm  x  180mm)  Quarter  Page  £367.50  (125mm  x  88mm) 
Box  Numbers  £3.00  extra  Available  on  request. 
All  rates  subject  to  standard  VAT. 


AGENTS 


For  Highly  Motivated,  Professional  Agents 

Only 

We  are  a  major  manufacturer  and  supplier  of  Cosmetic  Brushes 
and  allied  products  to  International  Cosmetic  houses. 

Having  recently  launched  our  own  brand  into  the  U.K.  market,  we  have 
encountered  unprecedented  demand  for  our  products.  As  a  result  we  wish  to 

increase  our  sales  force  to  meet  demand  and  are  seeking  additional 
experienced,  well-connected  and  responsible  agents  currently  selling  to  Retail 
Chemists,  Department  and  Drug  Stores. 

We  would  anticipate  the  first  year's  earnings  to  be  between  £  1 1  £20,000 
based  on  present  sales  achievements. 

Please  reply  in  writing  to  :  John  B.  Henderson 
Fashion  Girl,  Planet  Place,  Killingworth,  Newcastle  upon  Tyne, 

NE12  0RZ 


APPOINTMENTS 


BARNET  HEALTH  AUTHORITY 

MENTAL  HEALTH  UNIT  -  NAPSBURY  HOSPITAL 

STAFF  PHARMACIST 

Required  from  December,  1987  until  September,  1988  to  cover  Maternity 
leave.  Part-time  or  job  sharing  will  be  considered. 

Napsbury  Hospital  is  a  progressive  friendly  unit  with  strong  links  with  the  other 
general  units  in  the  district.  The  successful  applicant  will  have  every 
opportunity  to  develop  their  pharmaceutical  expertise. 
A  monthly  supply  system  is  rapidly  being  implemented  which  is  based  on 
computerised  patient  profiles  and  is  linked  with  the  patient  administration 
system  of  the  unit  in  managing  the  pharmacy  service. 

The  applicant  will  assist  the  Principal  Pharmacist  and  deputise  in  his  absence. 
For  further  information  please  contact  M.  Green,  Principal  Pharmacist.  Tel: 
0727  23333  Ext.  257  or  M.  Beaman,  District  Pharmaceutical  Officer.  Tel: 
01-9522381  Ext.  328. 

For  job  description  and  application  form  contact  the  Personnel  Department, 
Napsburv  Hospital,  London  Colnev,  St.  Albans.  Tel:  072723333  Ext. 
234/382. 


CHEMIST  REQUIRED 

for  a  retail  outlet  in 
Armagh,  Northern  Ireland. 


Apply  to  Box  No.  3227 


SPECTRU/U 

UNIT8  WALTHAM  PARK  WAY  WALTHAMST0WE17  5DU 
TELEPHONE:  01-523  3232  TELEX:  8951665SPEC  MG 

COMMISSION  AGENTS 

We  are  the  fastest  growing  Licenced  EEC 
Pharmaceutical  company  in  the  UK,  as  well  as  a 
highly  competitive  Generics  Wholesaler. 
If  you  are  confident,  articulate  and  self-motivating, 
then  the  sky's  the  limit  as  to  your  future  earnings. 
If  you  meet  these  criteria  then  apply  in  writing  or 
phone 

PAUL  BALCOMBE  MPS 
01-523  3232 
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AGENTS  REQUIRED 


Who  are  already  calling  on  chemists  to  sell  established 
range  of  sunglasses.  For  the  self-motivated  a  unique 
opportunity  to  achieve  very  high  earnings.  Easy  and 
original  presentation. 

Write  in  the  first  instance: 

LAWRENCE  EDWARDS  &  CO  LTD, 
UNIT21, 

THE  GATE  STUDIOS.  STATION  ROAD, 
BOREHAMWOOD,  HERTS  WD6  1 DQ 


Stock  for  Sale 


CHRISTMAS 
SPECIALS! 

GLORIA  VANDERBILT  50g  EDT  SPRAY  Our  price  £6.95  MRP  £  1 4.00 

MADAM  ROCHAS  7ml  Perfume  Our  price  £  1 3.00  MRP  £32.00 

CHARLIE  100ml  Cologne  Spray  Our  price  £5.50  MRP  £1 1 .95 

ESTEE  1 4g  Purse  Spray  Our  price  £8.20  MRP  1 1 .50 

AZZARO  75ml  Aftershave  Our  price  £7.25  MRP  £  1 2.95 

GUCCI  30ml  EDT  Spray  Our  price  £5.95  MRP  £9.95 

COTY  LAIMANT  26g  Spray  Our  price  £1 .75  MRP  £3.95 

JE  REVIENS  28g  Spray  &  Refill  Our  price  £5.25  MRP  £19.99 

CHIQUE  25ml  Cologne  Spray  Our  price  £2.25  MRP  £4.95 

CHARLIE  DAZZLER  Talc  &  Spray  Set  Our  price  £4.75  MRP  £  1 1 .95 

DIOR  50ml  EDC  Spray  Our  price  £9. 10  MRP  £  1 2.50 

CHANEL  No  5  50ml  EDT  Our  price  £  1 3.60  MRP  £  1 8.00 
Hundreds  of  gift  sets  in  stock  including  Aramis,  Kouros, 
Rochas,  etc,  etc. 

Please  telephone  for  a  complete  price  list  and  details  of 
other  current  special  offers. 
MINIMUM  ORDER  ONLY  £100.00. 
DELIVERIES  NATIONWIDE  BY  SECURICOR. 


D4>£  PHARMACEUTICALS 


N.  9  BARMOOR  TERRACE 

★  DISCOUNT  UK  GENERICS  RYTON 

*  EEC  INTERTRADE  ETHICALS      TYNE  AI^D  WEAR,  NE40  3BB 

★  PERFUMES  •  AFTERSHAVES     Tel:  <091  >  35069  (4  lines)  Orders 

*  CLEARANCE  LINES  ^66U)  2253/3986 
Administration 

Telex:  895051 1  (Attention  Tester) 
Fax:091-281  8430 


ENTER  THE  WORLD  OF  PERFUMES 
SELECTION  OF  WIDE  RANGE  OF 
BRANDED  PERFUMERY  AT 
DISCOUNT  PRICES 


KODAK  FILMS  AT 
DISCOUNT  PRICES 


NEXT  DAY  DELIVERY  SERVICE  FOC  ANYWHERE  IN  UK 


PASCOS  (LONDON) 
425a  HARROW  ROAD,  LONDON  W10  4RE 
OPEN:  Mon-Fri  10am-6pm 

Sundays  10am-2pm 
Telephone:  01-960  0319/5752  for  price  list. 


Stock  for  Sale 


PERFUMES 

COSMETICS  —  TOILETRIES 
GIFT  SETS 

Import  and  clearance  lines  at  superb  prices. 
Phone  for  order  form  or  visit  our  showroom. 
Monday  to  Friday  9.00-6.00  Sunday 
9.00-2.00 


CAPITAL  COSMETICS  LIMITED 

MALGAVITA  WORKS, 
MERRICK  ROAD 
(FORMERLY  BRIDGE  ROAD) 
SOUTHALL,  MIDDLESEX  UB2  4UA 
TELEPHONE:  01-571  7886 
TELEX:  933879  CAPCOS  G 

FREE  DELIVERY  UK 


UNIT  A6,  83  COPERS  COPE  ROAD, 
BECKENHAM,  KENT  BR3 1NR 
TEL:  01-658  2255  TELEX  263832 


MANY  SPECIAL  OFFERS  THIS 
MONTH  INCLUDING: 

ADALAT  10mg  CAPS  6679/0001 
TAGAMET  200mg  TABS  6679/0005 
ZANTAC  1 50mg  TABS  6679/0036 


50  FILMS  PER  DAY 
MINILAB  FOR  SALE 


Space  required  9ftx6ft.  Ideal  for 
drugstore/chemists,  this  KIS  Magnum 
Speed  Minilab  will  process  up  to  50 
films  per  day  GP  70%  on  return.  2 
years  old,  6  months  warranty.  I  weeks 
training  £9500  including  delivery  and 
installation 


Owner  buying  bigger  Minilab. 

Tel:  (0224)  770826 

and  ask  for  Murray 


Overseas 
Opportunities 


SUNNY  SOUTH  TENERIFE 


Co-ownership  of  deluxe 
apartments  (not  Timeshare)  on 
five  star  pebble  beach  within 
Amarillo  Golf  Complex. 
For  further  details  ring: 


NOR  THWA  Y  TRA  VEL  — 

051-525  9397/8 
GERRY  GOULD  MPS 
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Stock  for  Sale  . 


SPECIAL  OFFERS  A 

D  M.  WHOLESALE  SUPPLIES  LTD 


Unit  B.  277  Abbeydale  Road 

Off  North  Circular  Road 
WEMBLEY.  Middx  HA0  1WQ 
Tel:  01-991  2522 


Opening  Hours: 
Monday-Friday  10am-8pm 
Saturday-Sunday  9am-4pm 

(Till  Christmas) 


PAMPERS 

All  carry  packs  £5  25each 

NIVEA 

All  value  packs  £10  50  each 

50ml  1x12  £4  59 

BELLAIR 

OILOFULAY 

N/P/R  175ml  1x12  £3.30 

125ml  1x12  £17.99 

KODAK  FILMS 

SUNSILK  HAIRSPRAY 

1  5%  discount  off  trade 

200ml  +  25ml  extra  1x12  £6.99 

FLASHES 

HARMONY  HAIRSPRAY 

Magicubes  1x20  £1  5.80 

200ml  +  25ml  extra  1  x  1  2  £6.99 

Fhpflash  1x20  £29  00 

ELNETT  HAIRSPRAY 

GILETTE 

450ml  +  75ml  STD  free  1x6  £1  1  99 

Gil  5's  1x20  £14.99 

Contour  5's  1x20  £14.99 

RECITAL 

BIC 

1x3  £4  39 

Disposable  5's  1x40  £9.60 

NICE  N'  EASY 

VICKS 

1x3  £4  20 

Vaporub  1x12  £7  20 

HEAD  &  SHOULDERS 

SinexSpray  1x12  £9  48 

300ml  1x6  £7,  79 

CLINOMYN 

75ml  1x6  £2  79 

Plus  a  wide  range  of  Branded  perfumes  —  Gift  Sets 
Toiletrie  and  Sundries  available 
All  above  offers  are  subject  to  availability. 
All  prices  are  applied  for  goods  collected  and 
paid  for. 
E.&O.E. 


★  FRENCH  AND  ENGLISH  PERFUMES 
★  LARGER  RANGE  THAN  EVER 
★  COMPETITIVE  RATES 

FRESH  START  COSMETICS 
164  CHEETHAM  HILL  ROAD, 
MANCHESTER 
M8  8LQ 

Openinq  Hours:  9.00am-5.00pm  Weekdays 
IO.OOam-1  00pm  Sundays 

RING  GERALD  ERASER  ON 
061  834  1387 


Shopfitting 


marspec 

WaSHOPHTTINO  LTD 


A  complete  shopfitting  and  design  service,  at 
competitive  prices  for  the  pharmacist- 


Southern  Office: 

Unit  4b, 
Grace  Road, 
Marsh  Barton, 
Exeter,  Devon 
Tel:  0392  216606 


Northern  Office^: 

4  Prestwood  Court, 
Leacroft  Road, 
Risley,  Warrington, 
Cheshire 

Tel:  0925  827292 


Shopfitting 


PHARMACY  STORAGE 


Shelf  &  Base  Units 

•  Inexpensive 

•  Ready  assembled 

•  Simple  installation 

•  Numark  recommended 

•  Full  shopfitting  service 
available. 


Details  from 

Raystone  Contracts  Co,  Unit  4,  Gresley  Rd  Ind.  EstT 
Keighley  BD21  5JG  W.  Yorks.  Tel:  0535  661 125 


Lux  Ll 


.UX  LINE 

SHOPFITTERS  FOR  THE  PHARMACY 

REFITS,  NEW  INSTALLATIONS,  CEILINGS,  SHOPFRONTS, 
ELECTRICAL,  FINANCE,  NPA  &  NUMARK  APPROVED. 
SO  CONTACT  US  NOW. 

LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS 
TEL:  0525-381  356 


IEXDRUM 

L-STOREFITTERS-J 


0626  •  834077 


COMPREHENSIVE  DESIGN.  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 


KING  CHARLES  IUSINESS  PARK.  OLD  NEWTON  ROAD  MEATHFlElD  DEVON  TOI2  6UT 


Professional  Prescription 
Computer  Labelling 


John  RirfiardioiB 
Computer!  Ltd 


►  In  Pharmacy  Labelling 

►  In  Auto-Order  Stock  Control 

>■  In  Customer  Service 
In  Systems  Development 


10%  Discount  to  all  NPA  members 

FREEPOST,  Preston  PR 5  (iBR  Telephone:  (0772)  323703 


Labels 


DELIVERED  IN  14  DAYS  -  OR  NO  CHARGE -THAT'S  THE  PARK  PRINTING  PLEDGE 
Phone  for  details  NOW 051  -708  8800   ffigffisliN?.  >a?em"' s' 
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r  Sharpe  now 
minus  pharmacy 

PSNC  chairman  David  Sharpe  is  no 
longer  a  contractor.  He  has  sold  his 
pharmacy,  but  told  LPC  delegates 
"my  attitude  towards  community 
pharmacy  will  not  change." 

Mr  Sharpe  made  his  statement  when  he 
opened  the  LPC  seminar:  "At  the  end  of 
1986 1  decided  to  divest  myself  of  my 
pharmacy  and  did  so  in  July  of  this  year.  I 
no  longer  have  a  direct  financial 
involvement  in  pharmacy,"  he  said.  "But  as 
far  as  contractors  are  concerned  I  am  as 
fully  committed  to  negotiations  on  their 
behalf  as  I  was  in  the  past." 

Mr  Sharpe  remains  a  director  of  Cory 
Bros.  He  is  an  NPA  Board  nominee  to 
PSNC.  Under  the  NPA  constitution 
directors  are  eligible  to  serve  as  board 
members. 

A  working  party  is  at  present  reviewing 
PSNC's  rule  book.  The  Committee  was 
fully  aware  of  Mr  Sharpe's  position  when 
he  was  re-elected  chairman  in  May. 

In  his  speech  Mr  Sharpe  commented 
that  only  75  of  the  98  LPCs  in  England  and 
Wales  had  sent  delegates. 

On  the  NPA's 
receiving  end 

There  is  a  new  voice  on  the  end  of 
the  phone  in  the  National 
Pharmaceutical  Association's 
Information  Department  these 
days. 

Pharmacist  Mary  Allen  started  at 
Mallinson  House  on  November  3,  and  will 
be  working  on  a  part-time  basis.  When 
things  settle  down 
she  will  work  the 
second  half  of  each 
week.  Jo  Field,  the 
existing  information 
officer,  who 
recently  had  a 
baby,  will  handle 
inquiries  for  the  first 
half  of  the  week. 

Mary  Allen  was  brought  up  in  Lytham 
St  Anne's  and  studied  pharmacy  at 
Liverpool.  She  qualified  in  1972  after 
doing  her  pre-reg  year  partly  with  Boots  in 
the  West  End  of  London  and  partly  at  the 
Middlesex  Hospital.  Having  followed  her 
pharmacist  husband  to  Hertfordshire,  she 
left  Boots  in  1974  and  became  a  staff 


Chairman  of  AAH  Holdings  Bill  Pybus  (third  from  left)  presents  the  Branch  Cup  to 
manager  of  the  Foots  Cray  branch  Jerry  Shepherd  (fourth  from  left)  for  achieving  best 
target  sales.  The  Vantage  Rose  Bowl  went  to  Allan  Steele  (second  from  left)  manager  of  the 
Edinburgh  branch,  who  demonstrated  the  highest  commitment  to  the  Vantage  initiative. 
Other  directors  pictured  here  (left  to  right)  include  Peter  Worling,  Bill  Revell,  David  Taylor 
and  John  Johnston 


pharmacist  at  Hemel  Hempstead.  The 
arrival  of  a  daughter  in  1976  meant  a  move 
to  locum  work  which  she  continued  until 
applying  to  work  for  the  NPA. 

Her  recruitment  took  place  during  a 
somewhat  eventful  period.  "Three  days 
after  applying  I  was  rushed  into  hospital 
for  major  surgery.  I  had  my  interview 
between  operations.  My  survival  couldn't 
have  been  in  question  as  I  got  the  job,"  she 
says.  She  admits  surprise  at  the  range  of 
inquiries  she  has  had  to  deal  with  in  her 
first  week.  "By  the  end  of  it  I  was 
absolutely  exhausted,  but  I've  come 
back!" 


No  change 
atRPA   

The  Rural  Pharmacists  Association 
has  re-elected  its  officers  and 
committee  unchanged  with  Roger 
King  as  chairman  and  John  Davies 
continuing  as  secretary. 

The  RPA's  next  conference  will  be  in 
March.  The  venue  is  to  be  decided  but  it 
will  be  chosen  to  encourage  members 
from  the  North  and  Midlands  to  attend,  the 
annual  meeting  decided  last  week. 

The  Association  welcomed  the  new 
contract.  It  hopes  it  will  lead  pharmacists 
to  practice  in  those  places  where  rural 
patients  are  devoid  of  "proper  professional 
cover."  Support  for  Nuffield  and  the 
Primary  Health  Care  paper  was  expressed 
but  the  RPA  has  reservations  on  the 
"supervision  and  delegation  to  technician" 
aspects  contained  in  them. 


International 
Labs  aim  for  top 

International  Laboratories'  newly 
appointed  sales  director  David  Farrar 
believes  the  company  can  enter  the  top  ten 
in  the  OTC  manufacturers  league  within 
the  year. 

Mr  Farrar  joins  the  company  from 
Crookes  Health  Care  where  he  was 
general  sales  manager,  and  is  seen  as  key 
to  the  company's  plan  to  develop  and 
strengthen  links  with  the  pharmacy  trade. 

And  Jill  Hathaway  has  been  promoted 
to  marketing  manager.  She  joined  from 
Windsor  Pharmaceuticals  in  March  as 
group  product  manager. 
Scholl  (UK):  Victor  Crawford  has  joined 
as  product  group  manager  for  the 
Footcare  Division.  He  was  previously  with 
Shulton  where  he  was  product  manager 
for  Blue  Stratos.  Adam  Tarsh  has  been 
appointed  product  manager.  He  joins 
from  Polycell  where  he  was  junior  product 
manager. 

Kerfoot  Pharmaceuticals,  Thomas 
Kerfoot  &  Co  Ltd:  David  Bowser  has  been 
appointed  sales  and  marketing  director. 
He  was  previously  the  company's  national 
sales  manager  joining  Kerfoot  in  1986 
from  Evans. 

Kodak:  David  Evans  has  been  appointed  a 
Kodak  Mini-lab  systems  representative 
within  the  Kodak  Photofinishing  Systems 
Division.  His  territory  will  cover  the  West 
Country.  Prior  to  joining  the  company,  he 
was  senior  photographer  with  Waverley 
Photographic  of  Barnstaple. 
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Cream  and  Ointment  -  Containing  Hydrocortisone  BP  1% 


insect 


PRODUCT 

Presentation  Efcortelan  P  Cream  and 
Ointment  contain  10%  Hydrocortisone  BR 
indications  For  the  treatment  of  irritant 
dermatitis,  contact  allergic  dermatitis  and 
insect  bite  reactions. 

Dosage  and  administration  Use  sparingly 
over  a  small  area  once  or  twice-a-day  for  a 
maximum  period  of  1  week. 
Contra-indications  Do  not  use  on  the 
eyes  or  face,  ano-genital  region,  or  broken 


INFORMATION 

or  infected  skin.  Do  not  use  in  pregnancy 
without  medical  advice.  Not 
recommended  for  use  in  children  under  10 
years  of  age  without  medical  advice. 
Product  Licence  numbers  Efcortelan  P 
Cream  0004/0327.  Efcortelan  P  Ointment 
0004/0326. 

Product  Licence  holder: 

Glaxo  Operations  UK  Limited 
Greenford,  Middlesex  UB6  0HE 


Further  information  on  Efcortelan  P  (trade  mark)  is  available  on  request  from:  Glaxo  Laboratories  Limited,  Greenford,  Middlesex  UB6  0HE 


Glaxo 


Leaders  in  topical  steroid  therapy 
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Monoject  U100 
Disposable  Syringes 
for  diabetics 


Monoject  U100  disposable  syringes  are 
used  in  substantial  numbers  by  the  insulin 
dependent  community.  Considerable 
demand  for  Monoject  UIOO's  through 
pharmacies  will  be  generated  by 
prescriptions. 

Monoject  offers  easy  portability  and  safe 
disposal.  The  Monoject  U100,  1/2ml  and  1  ml, 
are  individually  blister  packed  in  cartons  of 
30  with  full  instructions. 

Monoject  UIOO's  are  available  through 
major  wholesalers. 

Full  information  is  available  from: 
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Sherwood  Medical  Industries  Ltd, 
London  Road,  County  Oak, 
Crawley,  West  Sussex  RH10  2TL. 
Telephone:  0293  34501 . 

Monoject"'  is  a  registered  Trade  Mark  of  Sherwood  Medical  Industries  Ltd. 


